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What 5996 other Banks are 


doing with the “Mddressogra 
YOur can do 


i - a 


HE sumer of Banks using the Ades is growing 
by leaps and bounds. It is now recognized as standard | 
| equipment—essential i in every Bank. 
\ Farmers in your community, clerks, mechanics, salaried and / 
/ professional men and women, have yet to be taught what there 

) is to the saving habit. There is much you can do in this direction. 

\ Letters of an educational nature—letters with a welcome tone | 
filling 1 im torn gsitors | and a reflection of the service you can render—can be speedily | 
or filled in with the Addressograph to give them the necessary | 

personal touch. 


Then the addressing of the envelopes for these letters is all 
| taken care of by the Addressograph at a speed which beats that | 
of ten ordinary stenographers. Personal letters to the people in | 
icAddre rsing onvelopi er | your community will bring before them the things they ought to | 


rs and statemoy _ know about the merits of your institution. 
\ 


Heading up statements each month is a quick job with this ; 
simple appliance. The name, address, date and folio number are ? 
put on the statement form as fast as any boy or girl can feed the | 
blanks into the machine. No errors or omissions. 


m.. Ledger sheets are headed up also on the Addressograph quickly 
ding up Statements and absolutely accurate. In addition, many Banks use this little | 
\ machine in mailing out quarterly financial statements, in heading 
‘ up statements to correspondent banks, interest slips and daily 
- advices, in listing journal sheets and trial balance sheets, in address- 2 
ing stockholders’ lists, in imprinting, and in innumerable ways. 


There is an Addressograph specially adapted to. each Bank. | 
' Hand Machines, Foot Power, Motor and Automatic. Explanation | 
eet ) as to how the Addressograph will fit into your system weedy 


He ading 3B UP Jedily sent without — 


ADDRESSOGRAPH CO... : 
908 W.Van Buren 'St., 


Chicago 
Pleace send us, without obligation, PRINTS FROM TYPE 


printed matter regarding Addresso- 
gtaph equipment applied to Our Work. 


e § BRANCHES: 
ame. SS 





; | Atlanta Cleveland Detroit Newark Philadelphia 
pipe aaa Baltimore Cincinnati Hartford New Orleans Pittsburgh 
Roto aaa athe . } Boston Dallas Kansas City New York St. Louis 
Buffalo Des Moines Montreal Omaha Seattle 


Toronto 
Washington 
Winnipeg 


Send “Looking Ahead In Business” (J | 908 W. Van Buren St, Chicago, Ill. 
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Lincoln’s Birthday, February 12 


= ND having chosen our course, without guile 





and with pure purpose, let us renew our trust 
in God, and go forward without fear and with 
manly hearts.” Message to Congress, July 4, 1861. 





q “With malice toward none; with charity for all; with 
firmness in the right, as God gives us to see the right, 
let us strive on to finish the work we are in; to bind 
up the nation’s wounds; to care for him who shall 
have borne the battle, and for his widow, and for his 
orphan—to do all that we may achieve and cherish a 
just and lasting peace among ourselves, and with all 
nations.” — Second inaugural address, March 4, 1865. 
























































ISTORY has produced few men whose outlook on 








humanity was so broad, and purpose so pure, 
that their utterances stand for all time. Such a one was 


























Abraham Lincoln. In his writings and speeches can be 











found hundreds of paragraphs, like those quoted above, 





which reflect ideals applicable to the present crisis. 




















q America could do no better than to take stock of 


























those ideals at this time—to cultivate the same thrift 



































of words and generosity of deeds. 





















































































































































Thrift Will Win The War 


HEN President Wilson greet- 
ed the members of the War 


Chairman, National 


Savings Committee, in the famous 


East room at the White House, he said: 


“T suppose 


not many fortunate by-products can come out of the 
war, but if this country can learn something about 


Saving out of the 
war, it will be worth 
the cost of the war; 
| mean the literal 
cost of it in money 
and resources. ” 

In this statement 
the President put his 
finger on the real sig- 
nificance of the drive 
for thrift and war 
savings in America 
Aside from the pres- 
sing need for money 
to win the war 
stands out this one 
fact: unless we as a 
nation can revolu- 
tionize our spend- 
thrift ways, unless 
we can individually 
learn to save, we 
will be outdistanced 
after the war by 
those countries 
which have had this 
training. 

Prior to the two 
Liberty Loans less 
than 300,000 people 
in America owned 
government securi- 
ties; in the second 
Liberty Loan drive 
nearly 10,000,000 
people bought 
bonds. This merely 
indicates the readi- 
ness and response 
with which the aver- 


By FRANK A. VANDERLIP 


War Savings Committee 


Stamps, our government could un- 
doubtedly have raised it much more 


simply, and even more cheaply, by 
some other method. The main idea was to raise 
this $2,000,000,000 in such a way that the people 
themselves should derive incalculable benefit—a real 
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Secretary McAdoo and Mr. Vanderlip 


age American rises to his country’s support in its hour 


of need. 


With such an army of investors in interest- 


bearing securities of the nation, the foundation has 
been laid for the more intensive work of enlisting the 
nickels, dimes and quarters in the united fight for 


world freedom. 


But if it had just been a question of raising $2,000,- 


000,000, 


the amount 


set aside for War Savings 


while we talk billions, these men deal in them 


Tax receipts are not an asset. 


intensive call for 
thrift, with the ap- 
peal: “A country 
worth fighting for is 
a country worth sav- 
ing for.” 

War Savings 
Stamps are simply 
five-dollar, five-year 
notes of the govern- 
ment, put into 
convenient form to 
be discounted by 
the people. The av- 
erage discount price 
at which they are 
sold yields the 
equivalent of 4 per 
cent interest, com- 
pounded quarterly, 
the highest rate ever 
paid by our govern- 
ment for the small 
savings of the 
people. Where for- 
merly the average 
man had never seen 
a government bond 
—today every man, 
womanandchildcan 
be a proud possessor 
ofone. Waris War! 
We must either lend 
our money to the 
government by pur- 
chase of bonds 
and War Savings 
Stamps and get 
interest, or pay 
it over in taxes. 


There is no other way 


and the government must have all the money it needs. 

The money that is realized by the sale of War 
Savings Stamps, coming out of the future savings of 
the people, will be little missed in the regular channels 
of business—will rather tend to stimulate, for it will 
pour back into the pockets of the people through the 
tremendous expenditures of the Treasury Department 








( Burroughs 
Clearing House 
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for goods and 
services. A 
great volun- 
teer idea is 
brought into 
the world 
of finance 
through war 
savers. Every 
man can do 
his share. 
The banking 
interests of the country are doing 
their part. They have responded 
nobly to every call, and will con- 
tinue to doso. Everyone must turn 
away from selfish consideration and 
realize that with our boys giving 
their life blood in the trenches 
and on the seas we too must make 
every sacrifice. 

At first it was feared the War 
Savings Stamps would seriously 
interfere with deposits in savings 
banks. Fortunately Mr. Blackett, 
of the British Treasury, has re- 
lieved our minds on this score by 
showing that during the operation 
of the War Savings Certificate 
plan in England, notwithstanding 
they sold some $600,000,000 worth 
of stamps, the savings deposits 
during the same period increased at 
a surprising rate. The reason is that 
the people learned how easily 
steady and persistent saving could 
become a habit. 

American bankers see beyond 
today when, through the efforts of 
the government asking for thrift 














for sale here 








Federal and state directors, and committees of the National War Savings 
Committee on the steps of the treasury in Washington 











as a War necessity, this great nation 
shall come out of the war with 
practically all of its people saving a 
little day by day. Other countries 
have reached from 4o per cent to 
50 per cent efficiency in saving. 
America will strive to be 1oo per 
cent efficient in saving! What a 
dream of prosperity! Do you know 
what that will mean? It will mean 
a prosperity based on the solid 
foundations of savings—the only 
secure foundation finance can ever 
rest upon. 

A better plan could not have 
been devised to arouse and enthuse 
the people, and every man, woman 
and child may play his own part, 
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When fuel thrift hit town—New York's Gay White 
ay before coal ranked with radium 


for it is the appeal to help win 
the war that reaches into the hearts 
of everyone. A nation-wide move- 
ment, extending from the _ big 
cities to the remote hamlets, with 
the friendly spirit of rivalry and 
competition to obtain the required 
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quota of $20 
for each man, 
woman and 
child, will 
keep the War 
Savings cam- 
paign active- 
ly before the 
public until 
all the stamps 
authorized 
have been 
sold. 

Every post office and most banks 
and business houses are offering 
War Savings Stamps for sale. The 
price of the $5.00 War Savings 
Stamp in December, 1917, and 
January, 1918 will be $4.12. After 
that the price will increase one 
cent each month until it reaches 
$4.23 in December, 1918. This 
stamp will be worth $5.00 on 
January 1, 1923, and represents 
the principal with 4 per cent 
compound interest. A War Savings 
Certificate will be given with the 
first War Savings Stamp purchased, 
containing spaces for twenty such 
stamps. This certificate when filled 
becomes the equivalent of a $100 
bond. 

In order to help people of small 
means to save until they can get 
enough for a $5.00 stamp the 
government sells 25-cent Thrift 
Stamps and with the first purchase 
is given a Thrift Card containing 
sixteen spaces. When these sixteen 
spaces are filled the card represents 
$4.00, which can then be applied as 
payment toward a War Savings 
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Stamp. The associations are in active existence large part of 

plan is so_ in that country. the nations Save ad Invest 
simple a child The publicity campaign of the with whom 


can under- 
stand it. No 
bookkeeping 
no details—a 
simple game 
of saving that 
all can play 
with profit. 
These are 
fast moving 
times, great things are happening 
and this plan, by which a whole 
nation is united in the effort of 
savings, is one of them 

It is believed there will be no less 
than one hundred thousand War 
Savings Societies organized in the 
United States during the coming 
year. The formation of a War 
Savings Society is planned for 
every section of the country. They 
may be organized by any group of 
ten or more persons, and upon 
proper application each society 
may become affiliated with the 
National War Savings Committee. 
The purpose of these organizations 
is to encourage savings and the 
only obligation of the members is to 
systematically save and extend the 
membership of the organization. 

These War Savings Societies are 
not a new idea, for they have been 
in very successful operation in 
Great Britain for nearly two years 
and over forty thousand separate 





WOMEN OF AMERICA 
= SAVE YOUR COUNTRY 
Buy WAR SAVINGS STAMPS 
















the 


will win. 














War Savings Stamps is in keeping 
with the two big drives for Liberty 
Loans. In order to fix the War 
Savings plan firmly in the minds of 
the people the large capital letters 
W. S. S., meaning War Savings 
Stamps, have been put forth as the 
trade mark idea. This trade mark 
is displayed wherever stamps are 
sold and is the message for the 
people of America to save and 
serve to help win the war. 

(Nine months ago, President Wil- 
sonaddressed to the American people 
a statement outlining the vast war 
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The same Gay White Way after Garfield turned 
the switch—just as gay, but not so white 
task before them. As significant in 
the thrift movement, we re-quote the 
following excerpts fromthe President's 

message.— THE EpiTors). 

‘We must supply abundant food, 
not only for ourselves and for our 
army and our seamen, but for a 


? 


we have now 
made com- 
mon cause, in 
in whose sup- 
port and by 
whose _ sides 

















we shall be |as*s Sem, 
fighting. “A: 1 il ecual” a 
“We must 





supply ships 

by the hundreds to carry to the other 
side of the sea, submarines or no sub- 
marines, abundant materials out of 
our fields and our mines and our 
factories, not only to clothe and 
equip our own forces on land and 
sea, but also to clothe and support 
our own people for whom the gal- 
lant fellows under arms can no 
longer work, to help clothe and 
equip the armies with which we 
are co-operating in Europe, and to 
keep the looms and manufactories 
there in raw material. 

‘This is the time for America to 
correct her unpardonable fault of 
wastefulness and extravagance. 
Let every man and every woman 
assume the duty of careful, provi- 
dent use and expenditure as a 
public duty, as a dictate of patriot- 
ism which no one can now expect 
ever to be excused or forgiven for 
ignoring. The supreme test of 
the nation has come. We must all 
speak, act and serve together. 


The start of the War savings Stamp Campaign in Detroit—Postmaster Nagel 
selling the first stamp personally, while others waited to buy 
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P Thrift Day in a Year of Thrift 


AR times have made every 
day a thrift day in America 
Yet, in the midst of the War 
Savings campaign, Liberty Loan 
drives, food and fuel conservation: 
and in spite of appeals for the Red 
Cross, Y. M. C. A. and other 
worthy causes, America is going 
to take up another notch in its belt 
just the same this year, and observe 
the Thrift Day, February 3. 
To measure up to the 1918 
standard, the “thrifty citizen” of 


other years must be a super-saver, 
and the “thrifty housewife’ must 
bow to all edicts of Mr. Hoover 
et al, multiplied to cover everything 
from the jam jar to the bottom of 
the dresser drawer. Both he and 
she are going to be called upon to 
take inventory of their thrift with 
the idea of doing just a little bit 
more—and they II do it, too. 

The city of Utica, N. Y., ouserved 
Thrift Day in 1917 in a way that 
should offer some good pointers to 














Thrift Day is Intended to Inspire Efficiency 
To some it means the first move 


To some an increased speed 
But to all it means a specified time for definite action 


THRIFT DAY ie the day to put wishes 


inte practice . to effect econ 
comes and shortcuts to apense 


and reeotunons 
better bving. to modify unnecessary +! end thus in- 


crease contentment 
On THRIFT DAY we expect old friends and many new ones to call, and our wel 
come us extended to each 


CITIZENS TRUST COMPANY 
“Under the Flag” 





a Square 
Utica, N.Y 











When Vacation Comes 
Join the 26 Week Vacation 


Club NOW 
ANY ONE OF THE FOLLOWING GROUPS: 
2Sc a week equals 36.50 $1.00 a week equals $26.00 
SOc a week equals $13.00 $2.00 a week equals $52.00 


00 a week equals $130.00 
HOURS— Week days, 10 to 3; Saturdays, 9 to 12 m; Monday nights, 6:30 to 8 
o'clock. 


Look ahead. Be thrifty. Join Thrift Day if you can. 


The Savings Bank of Utica 
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Utica Trust and 
Deposit Company 


Unea’s Pioneer Trast Company 


At Utsen's Busest Corner 
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“To Your Greater Prosperity 


Prosperity. 
ernie eee 














THRIFT DAY ||jBe. 
Feb. 3rd au 


Pointed Paragraphs on 
Thrift Day Observance 














That Thrift idea you've had in mind to practice in the 
dim and distant future—it's just the thing for THRIFT 
DAY. Start something: get action—that’s what THRIFT 
DAY'S for 

However, we observe the day, in whatever way we're 
thrifty, the net result is a surplus at the bank 

Thrift implies saving —just rational, consistent saving. It 


Deposit 
has nothing to do with the niggardly, penurious or miser P 

ly. Inits fullest, broad-st sense, it implies natural, happy Ch k 
living eckKs 


All join in on THRIFT DAY It's distinctly democratic; 
no pomp, form or ceremony; no elaborate preparation. 
Just a hearty, Nealthy, yearly glance ahead—and some 
definite thrifty action. 

It's a day to open an account at the bank, if st hasn't al 
ready been done 

It's reminding day for bank depositors; a time for extra A 3 
saving; for registering at least one deposit that would not PT Van! 
otherwise have been. , 

A billion dollars is a small estimate of the surplus laid 
by for the future, if all observe the day with only the 
smallest act of Thrift 


There are hundreds of ways of registering Thrift. And D 

each saving effected is a step toward top-notch efficiency eposit 
a step well taken on THRIFT DAY 

Thrift leads to Happiness; is a key to Success; means Checks 

prosperous old age. And it surely leads to the bank. As 

a THRIFT DAY observance, there is nothing better than 

to make that long-neglected deposit on Saturday Netona) Deposs Check 

THRIFT DAY is a time to unite Thrift thought and Company Ime 

Thrift action; to take a step ahead. 24 Maher Bids 

Uses. %. ¥. 




















Theft means conservation of tume and energy through the use of ape 
cahaed knowledge and fecuites 
Thwift Day observance for the business man may 


We pay 34%, om deposite in our Interest Department 


Founded m 1812 
Capetal amd Surprus Total Resources 
$2.500,000. ever $11,000,000 * 





FIRST NATIONAL BANK OF UTICA 





Thrift in Business Management 


Henry Ford Says — 


That 6 ome of the commer stames an shah manbood must be uestinected 


Sohn D. Rockefeller Says — 


How can ome be ready for the glorious eportewbrs abead of Aun wnivas he nae ail 
cated the Rabat of ecomomy ~ 


Mf you have an interest sccommt here, depos agua in honor of Theft Dep 


W you have mo interest sccount here, begin om Thevt Dey 
Owe sadety and sermce @ pour 


ONEIDA COUNTY TRUST COMPANY 


Travelatamge wn filled books are accopted as 0 dupont of $2.50 @ ow eatereat department. 




















other cities, for it is expected that 
although thrift is written on every 
page of the calendar, more atten- 
tion will be paid to the day this 
year than ever before. 

Last year Utica banks and mer- 
chants got together and decided on 
a newspaper campaign that would 
drive home the Thrift Day idea 
with a “punch” sure to produce 
results. It took the form of com- 
munity advertisements which 
practically filled the Utica news- 
papers for two days, and taught 
a striking lesson, profitable to both 
merchants and bankers. 

Reproduced herewith is one of 
the full-page advertisements run 
jointly by the Citizens Trust Com- 
pany, Savings Bank of Utica, 
Utica Trust & Deposit Company, 
National Deposit Check Company, 
First National Bank of Utica, and 
Oneida County Trust Company. 
The ad. appeared in one of the 
evening papers February 2, and 
the next morning a second ad. of 
the same size, under the caption, 
“Back of Every Fortune Lies an 
Early Foundation of Thrift.” 

Commercial concerns of Utica 
followed suit. In one morning and 
two evening papers appeared two 
double-page spreads, four full-page 
ads. and many smaller ones—all 
carrying the same thrift appeal. 
generally voiced in a broad, unself- 
ish vein. In all, more than ten 
full pages of direct thrift advertis- 
ing were used, by more than a 
score of concerns, and many other 
advertisements—practically every 
one in the papers, in fact— played 
up the thrift idea in some form. 

That the campaign accomplished 
the purpose intended, there is no 
doubt. As a big, concerted drive 
to emphasize the value of both 
careful saving and thrifty spending, 
it should accomplish more this 
year, at a time when such lessons 
are more important than they have 
ever been. 
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The Banker Must Teach Thrift-- Some 
Facts About His Class as Seen by Science 


He settles down to the work 
in hand perhaps a little earlier in 
the morning, but so far as external 
evidences are concerned, he differs 
in no essential from Mr. Normal 
Banker who he was “‘before the 
war. Now, as then, in his func- 
tioning as a financier he is per- 


NTER Mr. Banker, U. S. A. 


forming real service to the 
community, incidentally and 
unconsciously doing his bit to 


silence the occasional croak of that 
rare bird which still rises here and 
there to proclaim that the banker is 
a parasite—and, in rising, over- 
looking the controverting fact that 
if the banker did not render legiti- 
mate service to the public, he would 
have long ceased to do business. 
Mr. Banker, U. S. A., is. still 
shouldering two all-important 
duties which formerly were all- 


absorbing as well—the duty of 
collecting and conserving the 


capital strength of the community 
and the duty of making it available 
tor the business that is temporarily 
and sometimes fixedly in need of 
capital forits successful prosecution. 


By FREDERICK THULIN 


Department of Banking and Finance, 
LaSalle Extension University, 


Chicago, IIl. 


He goes about his business just as 
methodically—doubtless a trifle 
more enthusiastically—but his grip 
on the situation, on the reins of 
control of his institution, does not 
seem to have strained perceptibly 
or to have slackened. 
Nevertheless, appearances to the 
contrary notwithstanding, he has 
changed tremendously. It has 
been a change inside, not visible to 
the casual observer, and is typified 
by a predominating spirit of 
patriotism—not new, but accentu- 
ated, rather—which has given him 
broader vision and an infinitely 
broader capacity. Through it he 
has been enabled to visualize from 
a new perspective some of the big 
things of yesterday, measure them 
with war-time standards and sweep 
them aside into the classification of 
infinite unimportance today. Yet 
most of the duties of his normal 
occupation remain to be done and 
more, much more, for he is brought 


‘ 


up short with the realization that 
his business, together with the 
business of the nation, has been 
suddenly shoved ahead into a time 
of national crisis and that he owes 
a duty toa third party hitherto not 
within his contemplation — the 
government of the United States. 

It is this realization by which he 
has splendidly bridged the gap 
between Mr. Normal Banker and 
Mr. Banker, U.S. A. 

The United States government 
stands in need of money and upon 
the banker devolves the duty of 
furnishing to the American govern- 
ment directly or indirectly the 
gathered community capital. The 
duty is being chiefly performed 
indirectly—by discharging the 
banking office so efficiently in the 
gathering of the community sav- 
ings that the owners of the capital, 
the depositing public, are in a most 
decidedly favorable position to lend 
to the government. The public 
ability to lend should receive a 
decided increase in strength through 
the intervention of the banker. 

The First and Second Liberty 
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Loans, while they were given the 
support of the business community 
at large, were made so unqualifiedly 
successful primarily through the 
intelligent efforts of the banker. 
But the First and Second Liberty 
Loans were only preludes to what is 


to follow. There will be other 
Liberty Loans and it is the latter 
Liberty Loans that will give the 
real test to the American people: 
the real challenge to its ability to 
conserve capital. And in this con- 
nection the banker must play a 
most important role in contributing 
to the money strength of the 
American people to meet the test. 

The banker who contributes sane 
and intelligent efforts in making 
it possible for the American people 
to acquire holdings in American 
securities is fostering thrift habits 
that will redound to their benefit in 
many ways after the proper peace 
basis has been obtained by America. 
The live banker will be playing 
with a deep vision for his future 
prosperity and for the future of the 
community prosperity, which is 
inseparable from his own. 

HE man or woman who once 

becomes a bond holder is not 
satisfied until he or she becomes a 
larger bond holder. And as the 
modern bank is getting away from 
the original conception of its func- 
tions of discount and deposit and is 
taking on the investing activity, the 
bond investing education of the 
public will return to him a good 
measure of profit. The saving 
necessary to purchase a bond will 


strengthen the savings habit of a 
community and give an impetus 
to savings in quarters where hitherto 
there was no thought of thirft or of 
economy. 

The banker, however, will never 
discharge his duty of gathering 
community savings properly and 
efficiently unless the proper psycho- 
logical background or correct 
pyschological preparation is made. 
While bank advertising and the 
various ingenious devices for sav- 
ings are effective, such activity is in 
reality a working at the wrong end 
of the problem, or rather, reversing 
the order of the activity. The 
amount of the earnings of an 
individual, while very important, 
is not a conclusive factor. A man’s 
or womans ability to save is not 
primarily based on his or her 
earning power but co-ordinately on 
a certain state of mind which 
banking publicity must recognize. 


S THE basis of the community 
banking strength is the savings 
ability of its members, and as its 
members are composed mainly of 
the average wage earner—clerk, 
factory worker, etc.—the first point 
of inquiry for the banker is the one 
concerning the disbursement of the 
wage, not the sufficiency of the 
wage. The latter question is too 
much of a vexed problem for the 
banker to tackle; the solution 
belongs primarily to the economist 
and the sociologist. 
In the science of economics one 
law is mentioned very emphatically 
—the law of diminishing utility. 
The statement of the law means 
nothing more than this—the aver- 
age human being has a decided 
tendency to value a unit according 
to the amount of the units he has 
on hand. And the above fact of 
economics and of human nature has 
been demonstrated time and time 
again. Even our friend from 
Scotia's heather is subjected to this 
tendency in the same manner as 
the ordinary human being. 
While it may seem commendable 
from the point of view of the saver 
to speak of that strength of 
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character which overrides this ten- 
dency in the human being, from 
the practical point of view, the 
banker should be interested in 
observing business practices that 
follow the line of least resistance 
The ability to save is a difficult one 
to acquire at the best, and there 
seems to be no sound business 
reason for imposing a handicap on 
this acquiring. The banker is not 
concerned with the Spartan con- 
ception of character building. 

The poorest saver is the man who 
is paid his wage once a month. 

The best saver is the man who is 
paid his wage once a week. 


ETWEEN the two methods 
lies the one very commonly 
observed in paying the salary, viz.. 
the semi-monthly method, and as a 
matter of practical experience there 
seems to be no great difference 
between the monthly and the semi- 
monthly basis of wage disburse- 
ment. The wage earner who is paid 
every two weeks inclines in point of 
saving ability more to the individual 
who is paid monthly than to the 
wage earner who is paid weekly. 
There can be no doubt that a 
man when receiving his month's 
salary has a decided tendency to 
undervalue the unit—the dollar. 
There is a strong inclination to 
expend money for items which can 
easily be dispensed with. Further- 
more, conservative planning and 








forecasting for one month of living 
is a somewhat difficult task for the 
average person. In the ordinary 
factory and office the man who is 
paid once a month, although on a 
fairly large salary, instead of being 
better able to save than the indi- 
vidual who is paid once a week with 
a lesser salary, is the inferior saver. 
Practical experience has demon- 
strated that a man who is paid 
once a month in most instances is 
the man who is the most chronic 
borrower. 

The system of monthly wage 
disbursement has a tendency to 
lead families into credit dealings—a 
practice of purchasing that cuts 
down a possible savings customer 
and retards the development of a 
Savings customer. In general, the 
system interferes with the lending 
ability and with the prosperity of 
the community. The savings cus- 
tomer or the potential customer 
who is paid once a month is 
therefore under a real handicap. 


UMAN nature is, in the main, 
impatient, and an individual 

who sees his account growing with 
only one accretion per month is not 
put in the frame of mind to save 
effectively. The savings zest, never 
strong at its best, flags between the 
intervals. The human being is not 


instinctively a saver; in fact his 
inclinations are just the reverse. 
The future does not seem close 
enough for him to worry about; 
hence the savings instinct, such as 
it is, needs insistent encouragement. 

The savings account must of 
necessity be of slow growth. The 
Savings account that has a small 
beginningand withadditionsthereto 
at the close interval of a week, will 
show a continuous growth. . The 
periods are drawn closely enough 
together to cater to the natural 
impatience of human nature to see 
growth, and the account therefore 
has an infinitely better chance of 
survival than the account which 
receives its accretions at periods 
with a month's interval between. 

The importance of the ability to 
save and of its relationship to 
commercial prosperity has been 
recognized for some time by the 
sociologist and economist. In most 
instances, however, the business 
community has failed to see that 
development of the ability to save 
is very closely connected with the 
period of the disbursement of the 
wage to the employee. The con- 
venience of office management was 
deemed of more importance than the 
larger economic and sociological con- 
ception of community prosperity. 


N THE state of Illinois the legis- 
lature has taken the situation in 
hand and has passed a law to the 
effect that certain corporations 
must pay the wage earner at least 
twice per month. The original law 
on this point fixed the period of 
disbursement at intervals of one 
week, but in a suit brought by a 
large coal corporation the court 
declared the earlier statute uncon- 
stitutional by reason of a defect in 
the drafting. 

The writer is not familiar with 
the other state laws on the subject, 
but the action of the Illinois legis- 
lature shows that there is a sub- 
stantial relationship between com- 
munity and individual welfare, and 
the time of the wage disbursement. 

The banker who is fully alive to 
his opportunity should see that 
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the salary is paid to an employee at 
periods which reach the line of least 
resistance in the cultivation of the 
thrift habit. The wage period 
should be at weekly intervals 
wherever possible, and if the 
matter is properly presented to the 
business men of a community, the 
hostility to such a system of wage 
disbursement probably would be 
reduced to a minimum. 


BANK'S advertising for savings 
can never be made truly effec- 
tive unless the ground upon which 
it is to work has been carefully pre- 
pared, and the mind of the pros- 
pective customer is in the mood to 
respond effectively to the advertis- 
ing appeal. An individual who has 
responded to the advertising and 
opened an account will soon dis- 
continue saving if subjected to the 
hampering forces which retard his 
developing the savings habit. The 
discontinued savings account will 
put the individual in a most 
discouraged state of mind, and the 
potential saver will not readily 
develop again a receptive mental 
attitude so as to reopen another 
account. 

The banker is under a duty to 
advertise, and at the present time 
the duty is more insistent than 
ever before. The government will 
continue to need the pecuniary 
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co-operation of the public until 
that co-operation is taxed to the 
utmost. The banker must enlarge 
the opportunity of the members of 
the public to participate in govern- 
mental borrowing, and as_ the 
writer has previously noted, the 
banker will not be left entirely in 
the cold when the broad benefits 
to the profession are considered. 
T. D. MacGregor, in the lecture 
on Bank and Trust Company 
Advertising contributed to the 
Banking Course of the LaSalle 
Extension University, has ably 
analyzed the banking advertising 
problem, and has given many con- 
structive suggestions as to the 
proper advertising campaign a 
bank should conduct effectively to 
discharge its office. 


N CONSIDERING thrift from 
the point of view of the banker- 
pyschologist, there are three traits 
of human nature that must not be 
lost sight of: 1—That the ordinary 
human being is __ instinctively 


attracted to form. The more 
attractive the form is, the more 
responsive he is. 2—TIhat the 


acquirement of the thrift habit can 


be very much simplified if some 
method can be devised that has 
the element of compulsion in the 
regularity of savings. A compul- 
sory beginning stands a very fair 
chance of ending in a habit. 3—The 
backbone of a saver can be greatly 
stiffened if the ease of liquidation of 
his savings is not present in too 
great an extent. However, on the 
other hand, the saver must feel 
that if the actual necessity arises 
the savings can be liquidated. 

The insurance companies of 
America are doing an enormous 
business. But although the insur- 
ance business is sO prosperous it 
was not the appeal to protect life 
that altogether contributed to the 
enviable financial position which 
the insurance companies as a whole 
occupy. The popularity of the 
insurance company is due to the 
fact that it has present in more or 
less fashion the three characteristics 
the writer has just noted. Further- 
more the insurance company in its 
field work is making a_ strong 
secondary appeal tothe advisability 
of saving and that it will assist the 
policy holder in so doing. The 
surrender value of the insurance 
policy is a strong factor in procur- 
ing business. 


O APPROXIMATE tactics 

involving the three points dis- 
cussed, obviously the banker cannot 
take the same procedure as the 
insurance company. But the banker 
cannot afford to ignore the three 
qualities that have so contributed 
to the success of the insurance busi- 
ness, and the banker should, wher- 
ever possible, employ them in the 
exercise of his own profession. The 
more strongly the elements noted 
can be worked into the relationship 
between the banker and the public, 
the more mutually beneficial will 
the relationship become. 

The question of the formal 
appeal is very important. The 
savings pass book, which is the 
ordinary method of evidencing a 
savings deposit, should be made as 
attractive as possible, consistent 


with the correct proportionment of 
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expense for that purpose. But 
while the savings pass book is 
effective in many instances from 
the point of view of form, the other 
two elements are not present 
There is no compulsion in the 
regularity of savings and as a 
practical matter there is extreme 
ease of liquidation. 


OME institutions are recogniz- 

ing the fact of compulsion and 
have devised what is known as the 
savings certificate bond. In prac- 
tical experience the savings certifi- 
cate bond has proved to be in 
many instances more effective than 
the savings pass book. Of course, 
the fact must not be lost sight ot 
that after the saving habit has been 
fostered and developed the savings 
pass book is effective enough for all 
purposes. 

The savings bank certificate is 
superior in form to the ordinary 
pass book. It is exceedingly 
attractive and has the ordinary 
ornamental featuresthat are present 
in the high grade security. It is 
more cheaply produced than the 
pass book and furthermore it is 
fully as economical in the amount 
of clerical work entailed in its use. 


Continued on page 25) 
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How the Banks of Cleveland ‘“‘Put Over”’ 


A Big Thrift Message in a Big Wayss_, 


T IS customary to conduct an 

investigation after every big 
disaster. When it is too late to pre- 
vent a catastrophe, we are always 
very much interested in finding out 
how and why it happened. The 
post-mortem is our favorite way of 
obtaining knowledge; yet we have 
an aphorism that “coming events 
cast their shadows before them.” 

The trouble is that few men can 
see the shadows of approaching 
events and still fewer men, after 
seeing them, stop long enough to 
realize that they are cast by near 
realities. Knowledge and the use of 
knowledge are quite different things. 

We know, for example, that a lot 
of money must be subscribed for 
the conduct of the war. We know 
that the money must be liquid 
cash, and that, for the most part, 
it must come from current or 
futureearnings. Yet we have been 
running the risks of bumping right 
into new loans with comparatively 
little or no preparation along lines 
of pre-determined thrift, and the 
saving of actual cash. We have 
been drawing upon our past, and 
simply transferring the cash from 
one hand to the other, instead of 
filling up the hand that is to turn 
the money into bonds. 


By GEORGE E. LEES 


Advertising Manager, The Cleveland Trust 
Company, Cleveland, Ohio 


Some time ago, the shadows of 


approaching loans lengthened right 
up to the feet of a few men in 
Cleveland, and these men, without 
hesitation, decided that they had a 
sufficiently good index of the future 
needs to enable them to take 
definite action at once. 
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No. 1—A general appeal to save 
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Naturally, these men were bank- 
ers; and under the leadership of a 
few of them, a committee was 
appointed to discuss and formulate 
plans for what might be called a 
Community Thrift Campaign. 
Many of the banks in Cleveland 
do not advertise, and those that 
do naturally follow the lines of 
effort directed by their own institu- 
tional needs. It was felt impossible 
to get maximum results by request- 
ing all the banks that did advertise 
to focus their efforts for a given 
time on the subject of thrift. In 
the first place, the space would not 
be dominant, and in the second 
place, there would be an inevitable 
lack of co-ordination. 

The committee therefore sug- 
gested in view of the fact that page 
units had been used successfully 
in the first two Liberty Loan cam- 
paigns and in the Red Cross and 
Y. M. C. A. work, that the thrift 
movement could be put over only 
by joint effort, in a large way. 

After the members of the com- 
mittee were satisfied that the 
designs and copy suggested for the 
campaign were correct, the next 
thing was to determine how the 
advertisements would be signed. 
It was felt that if they were signed 
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We have more money invested than any other nation 
We will have to spend more than any other nation to 
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No. 2—Our savings budget 


by individual banks, the entire 
series would be interpreted as an 
exhibit of the selfish motives of the 
banks, and that the effect of the 
advertisements would be minim- 
ized by the public's conclusion that 
the banks needed the money. 

It was therefore decided to put 
the problem up to the governor and 
the chairman of the board of the 
Federal Reserve Bank, and to 
request the use of the signature 
of the Federal Reserve Bank in 
all advertisements. Permission 
was obtained as soon as the plan 
was explained, and the copy and 
designs were presented. 

The next thing was to finance, 
or underwrite, the campaign in a 
satisfactory manner. Naturally, 
the expense could not be divided 
in equal amounts among the par- 
ticipating banks. It was first pro- 
posed to assess each bank according 
to the amount of savings deposits 
at the last bank statement, but 
that was found impracticable 
because some of the institutions 
had nothing but savings deposits, 
while others had better opportu- 
nities to profit from the plan than 
their savings deposits indicated. 
It was, therefore, finally decided 
to group the institutions into three 
classes, and to assess the members 
of each class a fixed sum, varying 


according to the group character- 
istics, to provide the total expense. 

The entire proposition was then 
put up to all the banks in the city, 
and they agreed unanimously not 
only on the method of paying for 
the campaign, but on the copy 
and design submitted, as well as 
the newspapers proposed. 

The campaign included five ad- 
vertisements as exhibited by the 
copies herewith. The entire series 
came out during the two weeks 
immediately preceding the govern- 
ment announcement of the War 
Savings Certificates. All the daily 
papers in the city were used; and 
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Every Soldier Leaves His Job Behind 
Every scrap of work that was done by men now in the 
camps or trenches 1s passed on to us who stay at home. 
We not only have to do their former work, but we have to 
take on additional work to keep them fit to fight 
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No. 4—*We who stay must work and save” 
all foreign papers, both dailies and 
weeklies, with one exception, were 
provided with the advertisements 
in reduced form. The first adver- 
tisement occupied a full page, and 
the other four lacked one column 
of being a full page. The news- 
papers previously agreed not to 
run advertising in the odd column 
At the time this is written, it is 
too early to express an opinion on 
the net results of the campaign, 
beyond the fact that the general 
situation in Cleveland is extremely 
favorable and that the savings con- 
dition of the banks is satisfactory. 
At the very outset, it was fore- 
seen that advertisements like these 


12 





would arouse considerable criticism. 
They appeared just four or five 
weeks before the Christmas season, 
and the objections of merchants 
was anticipated. These objections 
did not take very concrete form. 
It was the real estate agents who 
expressed themselves most defi- 
nitely, especially in reference to the 
third advertisement in the series, 
but in every case, they failed to 
appreciate the deeper economic 
aspects and were obliged to admit 
their criticisms were superficial. 

Some observers have felt that 
this is an “I told you so’ campaign; 
or a sort of legal notice that certain 
undesirable things would happen 
if certain other things were not 
done. As time goes on, it is easy 
to construe the advertisements in 
this light, although the intention 
of the campaign was far from being 
vindictive; on the contrary, 
purely constructive. 

To those who feel that the effort 
was somewhat premature, let it be 
said that as the committee warmed 
up to the work, it was felt by every- 
body that it was at least six months 
behind time, if not more than that. 

It is not improbable that efforts 
similar to this campaign will be 
put forth again, as soon as the 
War Savings Certificates have ob- 
tained the necessary momentum. 
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How the Liberty Bond Money 
Comes Back to You 


You subscribe for Liberty Bonds. 
You pay your money at the Bank. 
The Bank delivers your Bond when it 1s paid for. 

The Bank keeps the money ready for the Government, 
and you keep the Bond. 
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F ENJOYMENT of the comforts 

of life and the accumulation of 
a comfortable surplus constitute 
success— getting on in the world” 

then there are scores of successful 
mechanics, shop girls, day laborers, 
clerks, office executives, book- 
keepers and business men and wom- 
en among 40,000 depositors in one 
financial institution, with an aggre- 
gate bank balance exceeding 
$11,000,000. In all this number, 
undoubtedly a large proportion 
of the deposits are spasmodic and 
hand-to-mouth, but on the other 
hand, the enormous total of mil- 
lions of dollars indicates that there 
must be many contributors who 
are distinctly successful savers 
who adjust themselves to a mode 
of living governed by some 
dominant idea. 

How do successful savers save? 
What is their plan? If we but 
knew and could put it in writing 
for the benefit of others, it ought to 
prove inspiring and helpful to those 
of us who are honestly endeavoring 
to ‘“‘get on, but who succeed only 
in floundering the deeper in debt 
despite our best efforts to beat the 
High Cost o Living. 

This was the theory of the 
Mercantile Trust Company, of St. 
Louis, Mo. It proposed to find out 
how successes succeed—how the 
modest, work-a-day saver as well 


from — 


3 & How Do You Save?” Asked the Bank; 
é ¥ The Lessons 1100 Answers taught q 


as the highly successful man of 
means regulates his living in order 
to build up the surplus which 
means success in any walk of life. 

Replies came from every class of 
worker—1,100 of them—when the 
company announced a successful 
savings contest offering $500 in 
cash prizes ranging from $1 to $200 
for the best 100 savings plans. The 
results and the prize-winning plans 
were compiled into a decidedly 
interesting booklet entitled, “One 
Hundred Successful Savings Plans 











Not “Business as Usual” but "More 
Business Than Usual” should be 
the slogan of every business man 
in America. Speed up your bus- 
iness—or if on a salary speed up 
your work! Do more! Earn 
more! Spend more! Save more! 
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by Mercantile Savers,” which was 
distributed in thousands of copies. 
Back of the campaign was the 
company’s belief that America has 
learned the value of systematic 
spending better than it has learned 
the lesson of systematic saving. 
“The American people as a 
nation have not learned the value 
of thrift,” said John Ring, Jr., 
manager of the publicity depart- 
ment. “They have learned how to 
spend money on the installment 


plan. The talking machines, 
pianolas, vacuum cleaners, furni- 


ture and a thousand and one other 
things used in the home have found 
the readiest market by making 
terms on a weekly payment basis. 

“The banker has seen his 
deposits drift out in these pay- 
ments and has sat idly by without 
any effort to figure out how he 
might utilize the same theory in 
inducing people to save money. 
It was to find out how people saved 
that we inaugurated this campaign 
of ‘One Hundred Successful Savings 
Plans.’ 

“We received a large number ot 
replies. The hundred we selected 
were perhaps a little better than 
the thousand others, but of course 
all could not be used. The cam- 
paign was a success both in the 
interest taken in it and in the fact 
that it gave us a piece of literature 
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for distribution that had 
not theory—back of it. We didnt 
utilize it as a means of getting 
business so much as a means of 


ascertaining how our present 
depositors saved money, so that 
we might spread the information 
in turn to prospects—people who 
have not yet opened a mercantile 
Savings account. 

The distribution of this booklet 
in factory districts and through 
employers of labor has proved 
successful. We can recommend a 
plan of this kind to any institution 
that is located in the downtown 
district and that has adopted an 
aggressive policy in the conduct of 
its savings department. 

“Mr. Wade, the president of our 
company, takes the ground that 
saving should be sensible. At the 
present time, manufacturers should 
be encouraged to curtail the pro- 
duction of non-essentials and to 
increase the volume of their busi- 
ness by the manufacture of neces- 
sary articles, especially those needed 
by our government. 

“We have designed our advertis- 
ing to carry out this idea, one of 
our recent ads. quoting President 
Wilson: ‘It is evident to every 
thinking man that our industry on 
the farms, in the shipyards, in the 
mines, in the factories, must be 
made more prolific and more effi- 
cient than ever, and that they must 
be more economically managed and 
better adapted to the particular 
requirements of the task than they 
have been; and what | want to say 
is that the men and women who 
devote their thought and energy to 
these things will be serving the 
country and conducting the fight 


for peace and freedom just as truly 
and just as effectively as the men 
on the battle field on in the trenches.’ 
In connection with this, we endeav- 
ored to drive home the message 
that the slogan of every business 
man in America should be “More 
Business Than Usual, rather than 
‘Business as Usual, that he should 
speed up his business—or, if on a 
salary, speed up his work—do 
more, earn more, spend more and 
save more. 

As the preface of the booklet 
explains, the 
purpose of the 
savings plan 
contest was 
virtually the 
same, but ap- 
plied to every 


class of sav- 
ings depositor. ¥ 
The average 2 
family can 


learn the value 
of thrift if 
shown definite plans by which 
thrift can be accomplished, so that 
average savers, too, can do more, 
earn more, spend more and save 
more.” 

“When 40,000 people deposit 
over $11,000,000 in savings in an 
institution like the Mercantile 
Trust Company, there must be 
back of this huge sum of money 
and the vast body of people some 
dominant idea, some perfected plan 
or some definite purpose that all 


of us should know,’ says the 
booklet. It was with this thought 


in mind that the Mercantile Trust 
Company conceived the idea of the 
One Hundred Successful Savings 
Plan contest. 

“Five hundred dollars in cash 
prizes was offered to Mercantile 
savers for the 100 best savings 
plans submitted in the contest. 
Thousands of excellent plans were 
received. Only 100 could be 
utilized. Many could not be con- 
sidered by the judges as they did 
not conform to the prescribed rules 
governing the contest. The big 
idea back of savings plans as 
brought out in this contest is the 
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plan based on the budget system 
of home and personal accounting. 
All expenses are apportioned on a 
percentage basis and an amount for 
each division is definitely fixed 
with a positive provision always in 
this apportionment for savings. 

‘The plans attaining the greatest 
success all favor this idea in some 
form or other, and we see in it the 
thing we sought at the inception of 
the contest. It is not that some- 
thing new has been discovered, but 
that which is effective in such a 
large number of 
cases iS worth 
considering and 
adopting. So 
we recommend 
and earnestly 
advocate to the 
man or woman 
who would get 
along in the 
world — SAVE 
—SAVE BY A 
PLAN, based on 
a budget, and you will find yourself 
getting something and somewhere. 

Leading the savings systems 
compiled was this one followed by 
“a single man,’ winner of first 
prize ($200): 

“I'm a single man, 28 years old, 
spending fifth year at university. 
During ten years, working for 
average of $55 monthly (never 
over $85) I saved $1,800. My 
mother taught me to save. My 
plan is 

“SAVE SIMPLY BY SPEND- 
ING SENSIBLY. 

“I’m no miser—give to church 
and charity ; make Christmas, wed- 
ding, birthday and _ graduation 
presents; pay life insurance. Am 
no spendthrift either—waste no 
money on treats, tips, taxicabs or 
tomfooleries; have no charge ac- 
counts; pay as | go; drink no 
liquor; use no tobacco; never 
gamble; save systematically, not 
spasmodically. This is my plan.’ 

The plans are printed in the 
order of their award, and there are 
as many fine ideas in the back of 
the book as in the front. For 
example, the writer of No. 66, 
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picked at random, found some 
‘necessities’ were not necessary. 
‘| could save $15 a month without 
sacrificing, but needed $25, he 
said. “I accomplished it by fol- 

owing changes in my habits. 
Per Mo. 

‘Did my own shampooing 
and manicuring..........82.10 

‘Moved in walking distance 
of office 
“Cut lunches from 25 
wm. CeMisa day ....... 
“Reduced laundry from $5 to 
Mio totons eek 


. .910.60 

“| have just about cleared up all 
my debts. I am going to continue 
to save. I found the necessities | 
cut were simply the burdens of 
false pride. 

A woman writes the last plan in 
the book. Her savings pay for her 
home, automobile and endowment 
policies and her deposit is still 
increasing. 

“During seven years of handling 
my husband's salary, find I have 
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done wonders with his half days, 
all days and no days at all, she 
said. 

“A certain amount was put aside 
weekly for rent, furniture, and 25 
cents on each dollar banked. 

“Must do all the housework 
myself, never throw anything away, 
and take care of what | have. 

‘Buy groceries in large quantities 
at bargain prices, never buy by the 
nickel’s worth. 

“Put up fruits, vegetables and 
relish when reasonable. 

“Have home paid for, own auto- 
mobile, have endowment policies, 





am happy and contented with my 
Mercantile savings deposits increas- 
ing. 

“Fifteen years ago,’ says the 
winner of second prize ($100), “I 
took my nephew, on his fifth birth- 
day to deposit five silver dollars 
with the savings department of the 
Mercantile Trust Company. 

“By encouragement, he added 
his pennies month by month to this 
nest egg. As soon as it amounted 
to $100, his father invested it in 
a share of stock. The dividends 
on this stock and his pennies were 
again saved for another share, and 
so on. 

Today this boy has an income 
of $35 per month from his savings. ” 

The winner of the third prize 
($50) followed an effective budget 
plan. “Out of a salary of $100, 
eighty-five dollars are put into a 
checking account, to be drawn out 
as needed, he said. “Savings 
deposit does not fluctuate unless 
it istoincrease. Some of the other 
items may vary a little. As my 
salary has been increased, it has 
been put into my savings account 
to be invested later.” 

Then followed the itemized bud- 
get per month and per year—$15 
monthly for savings account, $17 
for rent, $1.50 for gas and elec- 
tricity, $2.50 for coal, $30 for house 
money, $16.05 for clothes, $0.75 
for lodge dues, $6 for insurance and 


S1o.oo for car fare, lunches and 
recreation. 

The fourth prize of $25 was 
awarded to the writer of this: 


“June is a wee, little baby seven 
months old—a tiny bundle of 
future possibilities. 

‘To meet these possibilities our 
plans include a college education. 
To wait until she is ready to enter 
college before making financial 
arrangements would nodoubt prove 
disastrous to our cherished plan, 
but, by saving conscientiously and 
consistently, within eighteen years 
she should have sufficient to finance 
four years at one of our state col- 
leges. 

“On the day of her birth we 
opened this account and on the 
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same day each month we deposit— 
sometimes only a dollar, but always 
something. 

How do I save? The winner of 
fifth prize of $10 answers: “By 
not allowing any of my dollars to 
remain idle. Upon receiving my 
salary | figure approximately what 
my needs will be until next pay day 
and the funds that are not going to 
be employed for living expenses. 
etc., | put to work immediately to 
earn interest in a Mercantile sav- 
ings account. | have learned that 
idle dollars, like idle people, are 
apt to fall into bad company and 
be lost forever. 

Interspersed through the remain- 
der of the book are twenty more 
valuable ideas which netted $2 each 
for their writers and seventy-five 
which were awarded $1 each. 

The conditions were that only 
Mercantile savings depositors could 
compete, only one prize could be 
awarded to any depositor, articles 
could not contain more than 100 
words and no employee of the 
Mercantile Trust Company or 
the Mercantile National Bank 
could compete. 

Closing the booklet is an admir- 
able selling talk on the importance 
of starting and maintaining a sav- 
ings account, with a table showing 
the results of systematic saving of 
various amounts for ten years. 

The contest was extensively 
advertised in the St. Louis news- 
papers, both before and after the 
booklet was published. The book- 


let was widely distributed and was 
the means of obtaining hundreds 
of new depositors to whom some of 
the savings plans outlined made 
their appeal. 
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By Roy K. Mou/ton |\ 
A’Sylvest’ Story | 


REE, four mont’ behind last, 

|, Sylvest, maka da beega mon. 
My Oncle Antonio, she go dead, 
yes. She ees da ol guy about a 
hunerd an’ feefty year by age an, 
when she go dead, she maka da las 
will an’ test an leave to me da 
whole shootmatch an’ | ees da rich 
man s. 

Da lawyer shark, he come by my 
house where ees me an my 
Mariouche an he maka da fine 
spitch. He ees da beega guy, that 
lawyer. He say: “Sylvest, your 
pore ol’ oncle, she lova you lika da 
poison ivory and she leava da 
whole fortune by you, yes. Take 
care of eet good an , some day, you 
will be da rich guy, eef you make da 
lot of money, also, too. Here ees it, 
da whole four hunerd dollair. 

An’ he maka me signa da pape 
an he giva me da mon. He say: 
“Your pore ol oncle he ees leave 
only $15,000 so, after | take out da 
legal expense, your share, eet ees 
four hunerd dollair, yes. Eet ees 
satisfaction, | hope.” 

He ees da gran’ lawyer, that guy. 
He has got da beeg heart lika da 
George da Wash monument, an 
just about as soft, too, yes. 

“Eef I ees not satisfaction with 
that, | suppose | get notting.” | 
Say. 


“You said eet,’ he say. 

“All right, then,” | say, 
satisfaction. © 

An’ he go away queek an leave 
me an my Mariouche with all da 
mon, four hunerd dollair, an I ees 
get stage fright, yes. 

My Mariouche, she say: “Eet 
ees good that the legal expensives 
ees not any more as they ees or 
you would be owing thees lawyer 
someting, yes. 

“Shot opp!’ I say. “Eet ees 
luckier to be born rich than not at 
all. Any time you get indigent 
with a lawyer, you ees whip before 
you start, yes. Deception ees da 
better part of valor an eet ees 
rotten lucky an’ bad healthy 


“T ees 


look a giff horses by da face. Four 
hunerd ees enough sufficiently. 


Eet ees more as | need.” 
“Now you ees got eet, what you 
ees going to do wit’ eet, what?’ she 


ask. 












**No womans shall kip ma mon”’ 
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“IT not know,’ | say. “Maybe 
I maka da invest, yes.” 
‘Not on da life,’ she say. “Give 
eet to me, | keep heem.” 
“Notice eet not you can so, | 
say. ‘Such be eet from far. No 


womans shall kip my mon. | kip 
my own mon, yes.” 
“All right,” she say. “As far as 


you go you can like.” 

Well, | carry that fortune aroun’ 
two, tree wiks. Before I ees geta 
da mon, | ees da happy guy. Now 
| ees onhappy day by night. Ever 
two minutes | change heem from 
one pocket to another an’ then | 
forget where I put heem an’ [| feel 
in da pocket where he was an’ he 
ain there an | get excite. At first 
| ees afraid da peekpocket he get 
heem an after awhile, I ees afraid 
he wont. Used to was when 
anybody say da rich folks has got 
da troub’, | laff, har-har, an’ say 
eet ees a damlie, yes. Now I know 
eet ees da trute. I can no sleep 
by da night an can no stay 
awake by da day times. 

“Better you go give heem back 
to da lawyer,’ say Mariouche. 
“You ees happier when you ees 
poor, yes. 

“I shall do not so,’ I say. “I 
ees gotta da inspire. I go an see 
Pietro, da hot ches nutter by da 





-_ 


ea emt 





corner. He ees a rich guy, too. He 
can tell me what to do wit da 
fortune.’ 

So I go by Pietro an I say: 
“Meester, I gotta da so mooch 
money | not know what for to do, 
ae 

He say: “Wop, da squirrel, he 
look for you. Better you kip by 
da park away. Why for you not 
putta da money by da_ bank, 
what?” 

T not have thought of that. Eet 
ees a good idee, | say. “You 
put your dough by da bank, too, 
yes? 

“Sure Mike,” he say. “Eet 
giva me da fine stand-in wit’ da 
business, yes. You know what 
Ella Wheeler Woolsox, she say: 
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‘Better you kip by the park away” 


‘Bank an’ da world bank on you. 
Some spitch, she make when she 
say that. 

“You ees know of a good strong 
bank?” I say. 

“Sure. I know a bank wich ees 
made from marble an’ steel, yes. 
You can no boost heem down wit 
da sledge hammer. 

‘Lead heem to me, | say. ‘She 
for my.” 

So Pietro, he show me da bank 
an I go in an’ find da receiving 
teller an’ I say: “Meester, you will 


taka my mon, pliss. Eet is some 
money—four hundred dollair.” 

An’ then I swell up, beeg in da 
chest. I guess he ees think I am 
somebody not, what, yes? 

‘I no can taka da mon,’ he say, 
“You gotta be recommend by da 
officer of da bank. You know da 
officers by da bank?” 

‘Not soon but yet,”’ I say. 

So he send me to see da officer of 
da bank, da beega man. I guess he 
ees afraid to take so mooch mon 
from one feller by one time. Dees 
officer, he say: “You can give three 
referencers, pliss. 

“Why for?” I say eet. “I not 
want to draw money out of da 
bank. | jus’ want to put some in.” 

““Eet ees as broad as eet ees a 
half a dozen the other way,” he 
say. ~Eet make no never min to 
us. To be our customer, you must 
be all right.” 

Then | ees scart for fear they 
wont take my money. I give heem 
tree name, Tony da barkeep, an’ 
Pietro, da chesnut an’ Guiseppe, 
da hot-dogger an’ he say, he will 
look them up as also. 

Then he gava me da third degree 
an ask me eef my grandpa he ever 
had da croup, an’ if my Oncle 
Antonio ever steala da horse an 
if | loaf my wife an’ if I ees buying 
a phonograph on da installment 
plan. Then make me steek out da 
tongue and look at da teet and 


he take da blood pressure an’ da 


pulse an’ he say: 

“Physical, you ees K. O. to be 
a customer but morally, | know not 
so until | maka da investigash of 
da referencers. Now a few more 
questions, pliss as to when, why 


/. Burroughs 


Clearing House 


and what for you ees born an’ if 
there ees any redheadetary unsanity 
by your family an’ then we shall 
see how eet ees, yes.” 

After he ask questions for one, 








**He taka da blood pressure an’ da pulse” 


two hour, he say he will kip my 
money on probation for two, 
tree wiks. If he don't like eet, he 
will sen’ for me to come back an’ 
get heem. An he giva to me da 
checks book an’ tell me not to use 
eet for two, tree wik. An’ he say 
maybe they will kip my money 
possibill but not certainly. An 
he say: “Mooch oblige to meet your 
acquaintance an goo day.” 

When I get by da home house, 
my Mariouche, she say: “Wop, 
what for you do wit’ da mon.” 

“| make heem by da bank,” | 
say. “Maybe they send for me to 
come an’ take heem out again, but 
| not go wit out a warrant.” 

“So, you put heem in da bank, 
what? How you get heem out 
again? 

“I never take heem out,” I say. 
“T not never go back there some 
more. What for | take heem out, 
what? Eeet ees hard enough to 
get heem in. Nex’ time Oncle 
Ontonio, she go dead, I hope she 
choke, yes. 








NEXT—“Banks and Imagination’ 4 Ted Robinson 


Have all banks a distinct personalty? Here are some highlights 
inwhat Mr. Robinson will have to say about it in the March issue. 

‘A couple of years ago. 1 made a visit to the old home 
town, and I strolled into the Bank. It had changed in appear- 
ance * * * The Cashier was gone (ay, a quarter of a century 
ago he had stepped wearily forth, with an absent-minded pen 
behind his ear and never crossed the threshold again!) * * * 
But the old, familiar smell was there, unaltered by the years! 


about it—It was the 
counting-house odor. 
never forget it. 


cashier politely inqu 
and stammer’ * * 


‘‘Like all exciting, memory laden odors, it was indescrib- 
able, analysis-defying. * * * But there was another quality | 


‘The old smell brought the old awe in its wake. 


odor of dignity * * * It was the Dickensy __ || 
You cant create it anew, but you can 


The new | 
ired my business, but I could only blush _ ||| 
* 














Whats What in Bank Advertising 


A Monthly Department Devoted to 
Comment, Suggestion and Criticism 


EBRUARY is the month of 
Washingtons birthday and 
Lincoln's birthday. It will be 
appropriate, therefore, tocall atten- 
tion to the patriotic note which is 
now the predominant one in bank 
advertising. | believe that this 
patriotic background of all bank 
advertising will 
continue as long | 
as the war lasts 
because bankers 
have a clear vi- | 
sion of their 
responsibility in 
thesetimes. The | 
logic of events 
makes the bank 
a necessary link 
between the 
sovernment and 
the people in the 
scheme of war 
finance. 
One after an- 
other, the cam- 
paigns for the 


Liberty Loans, | 
the Red Cross, | c 
the Y. M. C. | 


A., and the War 

Savings Stamps and Certificates 
have had the hearty and 
effective co-operation of the ad- 
vertising banks. If a complete 
compilation of all the advertising 
copy which has appeared on these 
subjects could be made it would 
furnish some mighty interesting 
reading. When you stop to think 
about it, there probably has never 
been another occasion when so 
many bright minds were concen- 
trated on the advertising of one 
thing as has been the case with our 
government s efforts to raise money 
for our share of the world war. A 
lot of good points could be gleaned 
were it possible to make a complete 
study of this advertising. | mean 
such points as these: One Liberty 


The Development of St. Louis 





Raw ldine 
The Largest Office Building im the World 


Mississippi Valley Trust Company 


Member Federal Reserte System 


apital, Surplus and Profits, Over $8,000,000 


By T. D. MACGREGOR 


Vice-President, Edwin Bird Wilson, Inc. 
14 Wall Street, New York 


bond advertisement used in New 
York had the heading “Bonds or 
Bondage; a bank in the Middle 
West advertised the U. S. Govern- 


and a strong street car card and a 
blotter advertising its plan for 
buying bonds on weekly payments 
The company issued a_ special 
Liberty Loan bond account pass 
book in patriotic colors. It also 
used a special letterhead with a 
long red, white and blue shield down 

the left side, and 
- a booklet of 





Resources 








saa wade viaaie wk This is the type of Terminal 
GRAIN DRAFTS 


the city, where Northwestern National Bank 
<aios S 


MINNEAPOLIS, MINNESOTA 


army and navy 
insignia. 


VERY at- 

tractive 
Bevater nA service flag fold- 
iiciaias er was issued by 
The First Na- 
tional Bank of 
Boston contain- 


N 


$57,800,000 








change Building, twenty-one 
stories high, wit re than 
thirty-one acres of rentable | Fig. 1 


The Mis \ 
eg a | ment Thrift 
—— | Stamps by 
manne | e6kinge the 


question: 
“Can You 
Lend Uncle 





ST. LOUIS j 

- Sam a Quar- 
ter Now and 

Then?” A West Virginia bank in 


a street car card used this idea: 
ar aie a 
ill ustain oldiers 
with the name of the bank under- 
neath. 


N St. Louis, the Mercantile Trust 
Company took a prominent part 

in the exploitation. of the second 
Liberty Loan. Early in the cam- 
paign it published as a newspaper 
advertisement a facsimile of a letter 


from Festus J. Wade, president of 


the company, to the governor of the 
Federal Reserve Bank of St. Louis 
announcing that the Mercantile 


would subscribe to $5,000,000 of 


the bonds. It ran many large-space 
advertisements in the newspapers, 


1S 


. Examples of perfect” adaptation of 
copy and illustrations 


ing the names of 
its fifty-fourmen 
with the colors 

A number of banks advertised 
to promote the use of Liberty 
bonds, War Savings Stamps and 
Certificates in place of gold or 
paper currency as Christmas gifts, 
with satisfying results. 

A 32-page booklet containing 
authoritative information regard- 
ing the present organization of all 
branches of our army and navy 
service, codes and signals, drill 
regulations, the manual of arms 
and other timely data—is given 
out by the Old National Bank and 
the Union Trust Company of 
Spokane, Wash. 


N officer of a bank which has 
recently moved into new quar- 

ters writes: 
The advertising value of a new 
building or improved quarters is, in 


my opinion, very high. People 
like beauty, and an_ imposing 


banking room appeals to most for 
the reason that a bank is supposed 
to represent the accumulated wealth 
of itscommunity. Cheap equipment 
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Neal 
indicates a poor or cheap COUPLE of good 
bank inthe eyesof many. farm mortgage adver- 


ATRIO-THRIFT 

is the name coined by 
the Security Trust & Sav- 
ings Bank, Los Angeles, 
for a new plan for 
systematic saving and 
depositing which includes 


tisements are shown (Fig. 
3) Concerning the To- 
peka advertisement, Ray 
W. Palmatier, treasurer of 
the Farm Mortgage Com- 
pany, wrote me: 

“The writer has been 





‘A frend of mine, on a salary, 










has saved $15,000 for a nest egg 


FARM MORTGAGES 
“Good as Gold” 


ELL chosen farm loans are the 
most safe and sound investments 





THE FARM MORTGAGE CO. Topeka, Kansas. 











ebtsinable. ao te cooustty is besos on 2 a ext remel V interested in 

¥ the v foundati tion’ a . 

the use of a monthly wall prosperity. They are backed by the soil vee sation of ontioles 
the products of the soil, for which Fig. 3. Good advertising for a o 

Cc h art €x pe nse account. there is an ever increasing demand. 


Every farm mortgage offered to its clients good investment 


+ 


There is a little pad on 
the side of the chart 
which is used as a kind of 
day book from which the 
various items are posted 
nightly by the user acting 
in the dual capacity of 
house- and bookkeeper. | 
reproduce a newspaper ad. (Fig. 2) 
of this good scheme sent me by A. 
C. Hoffman, publicity manager. 


HE “Cleveland First Again!” 

ad. (Fig. 2) appeared inthe New 
York Times and | imagine the copy 
was telegraphed, inasmuch as the 
typography was not as good as 
the First National and the First 
Trust & Savings customarily get 
in their home papers. 

As a heading for a trust adver- 
tisement, “71 Pairs of Trousers” 
is a novelty, to say the least. 
Maybe this ad. of the Mercantile 
Trust & Deposit Company, (Fig. 2) 
Baltimore, will become as famous 
inits way as the “Breeches” edition 
of the bible. 


HE advertising manager of the 











by the Union Trust Company was purchased 
primarily for the investment of its own funds. 
and the security measures up to the most 
exacting standards. 

Those having funds to invest will be tnter- 
ested in our current list of offerings. 


Union Trust 


Ground Floor, Old National Bank Building 









bank, (Fig. 2) 
saying: 

“Inthe past 
it has been 
our policy to 
group our 
ads. During 
the coming year we intend to fill a 
‘three times a week’ contract with 
the Dispatch and News. This will 
necessitate our using smaller ads. 
and more of them. Don't you 
think this is a better policy?” 

I replied: 

“T think it is much more 
advisable to run moderate sized 
advertisements frequently and 
continuously rather than big 
advertisements only once in awhile. 
In regard to your five-inch single 
column ad., it would be much 
better for you to have the whole 
border drawn instead of just the 
top and bottom rather than to let 
the newspaper put in the rules 
which, as you will notice, do not 


Company 


of Spokane 


which has been running 
in The Burroughs Clear- 
ing House. The writer has been 
conducting a little campaign 
locally here in Topeka and | am 
enclosing a series of advertisements 
which have been run in our local 
paper. Sometime when you are so 
inclined and can spare the time, 
the writer will be very glad for 
you to make any comments, sug- 
gestions or criticisms relative to 
the copy which I am sending you 
under separate cover.” 

In reply I said: 

“Your series is a very good one. 
I have never seen anything just 
like it. It certainly is a novel idea 
to personify the word ‘mortgages. 
I must confess I did not get it the 
first time I looked at the ads. It 
would have been better, | think, 
had the script been larger and 
blacker. I also think that it would 
have been better to have changed 
the cut, if not with every insertion, 
at least once a week. The cut you 
have used is a very good one, but 
to have used two or three different 


join properly. It is always difficult 
American National Bank, St. to join a cut and type rules in that 
Paul, sent me the little ad. of his way. 


ones would have added interest 
to the campaign. The little 


|" iain 
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American" 








: were part of the 
saniiicdieiadinns 71 Pairs of Trousers we Pat pe 


First Liberty Loan 





olent, if somewhat eccentric, New Yorker. 
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Fig. 2. Patriotic, enthusiastic, sartoric and economic 
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derneath the 
cut are right to the point, but | think 
your advertisements would have 
been stronger if you had inserted a 
little paragraph following the quota- 
tions urging readers to do something 
definite, such as to call and see you, 
or to ask for booklet or further 
information. However, | imagine 
that these advertisements were 
so distinctive among the others in 
the papers that you would get 
results from them, and I| am inter- 
ested to know how this did ‘pan 
out in actual practice.” 


Y IDEA of a drawn border 
isillustrated by the advertise- 
ments of the Bank of Evansville, 
Wis., (Fig. 4) concerning which the 
cashier, P. P. Pullen, writes: 

“We try to unify our advertising 
as much as possible and usually run 
the ads. in series. For example, the 
farmers fiscal year begins March 1, 
and for several weeks at this time 
we run ads. soliciting the business 
of farmers.” 


FFORTS are made by the 
Bank of Long Island, Jamaica, 
N. Y., to get the co-operation of 
both stockholders and depositors 
as boosters. One feature of the 
campaign, D. C. Alexander reports, 
is to send out cards showing the 
remarkable growth of the institu- 
tions resources in the past few 
years. 
NEW slant on bank advertis- 
ing is contained in the view 
expressed privately by the presi- 
dent of a large trust company in 


Boston to the 
effect that in- 
asmuch as his 
company holds 
many millions 
ofdollars worth 
of personal 
trust funds it 
is really a duty 
owed to clients 
to let them 
know, through 
advertising, 
just how the 
business is handled. 
_B. PARRISH, cashier of the 
Bluefield National Bank, of 
Bluefield, W. Va., recently wrote me: 
“We have already gotten some 
results from the letter to stock- 
holders you prepared for us, one 
account of $1,000 and another 
deposit to come the first of January 
of something like $20,000; another 
account of $180 first deposit and 
rented two safe deposit boxes. This 
is not so bad and | am going to 
keep after the stockholders.” 
The letter to stockholders was 
as follows: 









ecessary that y 


Just Open a Check Account at This Bank 
Make all deposits here, pay a 
vills by check, and We'll Do the 
Bookkeeping for You M 
We turns a 








Good appeals for farm- 


ers’ banking business 


Dear Sir: 
“As a stockholder of the Bluefield 
National Bank have you _ ever 
stopped to consider the fact that it 
lies within your power to help this 
bank in such a way that the divi- 
dends you re- 
ceive from your 
stock in it may 
be increased? 
“A bank's 
earning power is 
governed largely 
by the amount 
of its deposits. 
Take two banks 
with the same 
capital stock, 
but not the same 
amount of de- 
posits. Other 
things being 
equal, the bank 
with the larger 


MEN 
in Service 


HE Old National and Union 
Trust are glad to offer 
every assistance to men called 
away in the interests of Old Glory 
—and to the relatives they leave 
at home. 
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property, take charge of col 
lections, act as agent, or receive 
salary allotments on deposit— 
they are invited to call oa the 


and 
Union Trust Company 
of Spokane 
Combined Resourc-s 


$25,000.000 








deposits will earn more than the 
other, and consequently will have 
more money to distribute to stock- 
holders in the form of dividends 

“Moreover, it will be better able 
to increase its ‘surplus and ‘undi- 
vided profits, which will mean a 
further strengthening of the insti- 
tution. 

The Bluefield National Bank is 
now located in its fine new quarters 
at Bland and Raleigh Streets. If 
you are not already a depositor 
with us, come in at your earliest 
convenience, start an account and 
let's get better acquainted. 

“Also whenever you get a chance 
please speak a good word for the 
Bluefield National Bank. Try to 
bring us at least one new depositor 
this month. 

This is a strong bank, a service- 
giving bank and ‘A Bank with a 
Heart. 

“We want to serve the public 
well and make more money for you 
as a stockholder. You can help us 
to help you. Will you do it now?” 


ANY of the larger banks issue 

“interior house organs 
designed to give information and 
helpful suggestions to all members 
of their organization, and, by 
indirection, to advertise the bank 
to the outside world also. One 
good one of this type is the Old 
Colony News Letter, Old Colony 
Trust Company, Boston. Another 
is the Mettco Meteor, Metropolitan 


—_——_—_—_——— ss 
GET A 
SERVICE You Are 
BUTTON Entitled 





Army or Navy—and we 
wilt be glad to present 








atormation 


Fig. 5. War-time appeals 
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S the manu- 

facturer or 

other seller who 
uses trade acceptances can 
employ his capital to better 


advantage than under the 
open book account system, 
his business has a smaller operating cost. 


Moreover, his use of the trade acceptance will 
reduce loss of interest and loss from bad debts, 
thus further lessening his cost of doing business. 
It is apparent, therefore that the general adop- 
tion of the trade acceptance system would tend 
to lower the cost of liying, and that is another 
reason why the First National is strongly in 


 BIRST 


NATIONAL BANK 
IN BROOKLYN 


Broapway & Havemeyer St 





Fig. 6. An ad. that pulled 


Trust Company, New York. It 
would do you good to get sample 
copies of these publications. The 
Edwardsville National Bank, 
Edwardsville, IIl., sends me a copy 
of Thrift, a house organ which 
to the initiated, bears the ear- 
marks of a syndicate magazine, 
but it is a good one and I believe 
thoroughly in the syndicate adver- 
tising idea for rural banks. 


HEN notice that “Reducing the 

Cost of Living” trade accept- 
ance advertisement of the First 
National Bank, of Brooklyn (Fig. 6). 
A young business man clipped it out 
of the Brooklyn Times and came in 
to see W.S. Irish, vice-president and 
cashier of the bank, who convinced 
him that he could conserve his capi- 
tal by using the trade acceptance 
plan, with the result that the bank 
got his account and his acceptance 
business. Another advertisement 
was on the topic, “Let Us Know 
One Another.” This induced an- 
other business man to write the 
bank and ask that a representative 
call to get acquainted. This re- 
sulted in another good account. So 
it goes in so many in- 


now .firm believers in progressive 
advertising methods. 


HE trust company in any city 

which is the pioneer in getting 
a “Community Trust” or ‘’Founda- 
tion” started is likely to get con- 
siderable benefit from the plan as 
the years roll by and the aggregate 
of trust funds increases. To F. H. 
Goff, president of the Cleveland 
Trust Company, is due the credit 
for starting this idea which, briefly 
stated, is the establishment and 
maintenance of a fund for the 
economical and intelligent handling 
of bequests for charitable and other 
purposes forthe benefit of the public. 
Herewith (Fig. 7) is reproduced one 
of a series of “Foundation” adver- 
tisements used by the Rhode Island 
Hospital Trust Company, of Provi- 
dence. This company has issued an 
interesting booklet describing the 
Foundation. Other similar funds, 
and the trust companies caring for 
them, include: 

Cleveland: The Cleveland Foun- 
dation, the Cleveland Trust Com- 
pany ; Chicago: The Citizens Com- 
munity Trust, Harris Trust & 
Savings Bank; Spokane: The 
Spokane Foundation, Union Trust 
& Savings Bank; Milwaukee: Mil- 
waukee Foundation, Wisconsin 
Trust Company; Los Angeles: Los 
Angeles Community Foundation, 
Security Trust & Savings Bank; 
St. Louis: St. Louis Community 
Trust, St. Louis Union’ Trust 
Company; Attleboro, Mass.: The 
Attleboro Foundation, the Attle- 
boro Trust Company. 

That map ad. of the First 
National, of Grand Forks, N. D., 
(Fig. 8) is a good one. It tells a 
lot at a glance. 


HE Fletcher Savings and Trust 

Company,of Indianapolis, Ind., 
has produced two advertisements 
which are exceptionally clear in 
language and typography. One 
reproducing a drawing of the bank 
in the foreground of a busy. street 
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The Rhode Island Foundation 
—Its Principal Purposes 


7 ‘h ; The FOUNDATION will be of 
1T Py great service to those who desire to 
bequeath or to give during their lifetime money or prop- 
erty to charitable objects, but who are in doubt either 
as to the permenancy or as to the future needs of the 
institutions they desire to assist. It provides a safe 
method for wisely modifying the dispensing of gifts to 
suit changing social and economic conditions. Persons 
expecting to contribute to charity should know all 
about this community trust. 
An explanatory booklet 
will be sent upon request 


Rhode Island 
Hospital Trust Company , 


PROVIDENCE, R. I. 




















Fig. 7. An excellent idea for trust companies 


scene, tells ‘‘A Story of Five 
Years’—the story of the bank 
since it opened for business. The 
other is ‘‘An Understandable State- 
ment, also showing a line drawing 
of the bank building at the top. 
Both are enclosed in neat, two-line 
borders with sufficient white space, 
particularly around the headings 
and signatures, to give the printed 
message a clear-cut appearance. 
They are very ‘‘well dressed” 
typograpically. 


IME and time again, | have 

noticed that when one bank in 
a community begins to do some real 
modern advertising, other banks 
there perk up wonderfully, and the 
result is that the level of all bank 
advertising locally is raised, with 
consequent good results to all 
concerned. 

The importance of type in adver- 
tising may be judged from the fact 
that a New York type expert has 
gotten Out fourbinders of separable- 
leaf charts showing the best sizes 
and styles of type to use for various 
advertising purposes. He charges 
$350 for the complete set, and gets 
away with it, because the buyers 
believe that they can 





stances that the directors 
of this bank, some of 
whom had been skep- 
tical on the subject, are 
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get more than that 
amount of value from 
it in time and money 
saved. 
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How a‘‘Boom-City” Bank Found Its Best 
Advertising Asset Within Its Own Doors 


N THE business romance of 

American cities, let a chapter 
be reserved for Flint, Mich.—and 
the end of the chapter will not be 
written for many a year. 

The center of a fertile farming 
community, Flint a decade ago 
was a typical country town of 
10,000 to 20,000 inhabitants, never 
unbearably dull or notably pro- 
gressive—just ordinary. 

The town plodded along, resigned 
to a more or less drab existence for 
the rest of its days until the event 
that changed the entire aspect 
within the corporate limits and 
marked the beginning of a com- 
mercial era little short of miracu- 
lous when one compares the Flint 
that was, with the Flint that the 
county seat of Genesee has become. 
Somehow, one associates county 
seats with truly rural towns, but 
not so with Flint—not since a big 
automobile company merely 
glanced at Detroit in passing, for 


some reason, and journeyed on to 
Flint. 

From that moment the city as an 
industrial center began to assume 
an importance and acquire the 
properties of the trade magnet 
that ultimately attracted thou- 
sands of merchants, mechanics, 
professional men, builders and 
artisans of every description who 
go where prosperity is. Flint 
emerged in an_ incredibly short 
time from the small town class to 
the city of 85,000 which it is today. 
For three or four years fortunes 
have been made, and are still being 
made, in real estate, in manufac- 
ture, in trade and in every branch 
of business. The universal pros- 
perity of the city naturally has 
produced unparalleled wages and 
generous profits. 

The money is there, and conse- 
quently banking, in company with 
other businesses, is especially good 

better than might be expected 


22 


even under the exceedingly favor- 
able conditions which prosperity 
has brought about, because there 
are only four banks to transact the 
business of the entire city. And it 
is asserted that the aggregate 
business of these four financial 
institutions on one pay day exceeds 
a whole week's business of all the 
Michigan banks north of Bay City. 
The rapid growth of the city has 
set the pace for the banks, which 
have overlooked no opportunity 
to keep abreast of the times by 
improvement of facilities to meet 
the new demand satisfactorily 
The Industrial Savings Bank has 
more than accomplished the desired 
result by an unusually interesting 
adaptation of service to individu- 
als and corporations which presents 
a number of interesting angles. 
First of all, it has bent every 
effort towards emphasis of the fact 
that the bank was made for the 
public, not that the public was 


————v 


created for the bank—that the 
bank is in fact a convenience for 
the people who should be always 
welcomed when they are in need 
of advice on any subject pertaining 
to business. 

The visitor entering the lobby 
is agreeably surprised to find that 
the formidable special police in 
uniform has been replaced by a 
cheerful young man who introduces 
himself as an officer or employee 
of the bank and offers his services. 
More than likely he is the assistant 
cashier or the cashier himself, for 
it is one of the duties of these 
officials to be out on the floor 
when not actually engaged in their 
private offices. The humble 
foreign laborer is welcomed just 
as cordially as is his more fortunate 
brother of wealth and _ influence. 
He likes it, and besides “you never 
can tell.” 

Recently, the friendly greeting 
accorded 


to just such a one— 
unkempt, timid and uncomfort- 
able—brought him back to the 


bank in a few days. He deposited 
$450. Then came his brother with 
$350 and a veritable host of friends 
and relatives who opened accounts. 

The welcome at the door, how- 
ever, is but a prelude to the real 
service supplied in the offices of 
the institution, which has compiled 
information useful to workers in 
many occupations and professions. 
The farmer, for example, has at his 
disposal expert opinion concerning 





Service for employees, too—the lunch room 


{eatin 


Clearing House 





scientific rota- 
tion of crops, soil 
conditions, etc., 
all derived from 
comprehensive 
study of the 
lands in thecom- 
munity and past 
performances in 
the harvest 
fields. The bank 
even goes a step 
farther and 
offers the tiller 
of the soil intelli- 
gent direction of 
his activities 
through reports 
of the Michigan Agricultural 
College and the United States 
Department of Agriculture prop- 
erly classified and indexed. 

For modest investors also the 
bank provides splendid reference 
works and personal advice of 
authorities relative to safe stocks 
and bonds, real estate and the 
general business situation. This 
service is intended for depositors 
who are seeking investments— 
reliable but at the same time 
returning a larger yield than the 
4 per cent which the Industrial 
Savings and the other banks in the 
city pay. 

That buyer and seller may be 
brought into closer relations with 
the bank, the officers endeavor to 
arrange consummation of the deal 
in the banking offices whenever 
possible. In this 
connection, 
therefore, the 
machinery for 
thecareful prep- 
aration of con- 
tracts, deeds, 
mortgages, and 
other — essential 
business papers 
has become an 
important func- 
tion of the 
institution. 

In this work, 
embarrassing 
situations are 
frequently met 
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Service for farmers—an annual fruit, vegetable and grain show 


and turned into profit tothe bank by 
diplomatic handling. A few months 
ago, for example, one of the bank's 
best customers withdrew $15,000 
from his account, explaining to the 
cashier that he was investing in 
real estate. When asked whether 
he could not arrange to close the 
deal in the bank, the customer 
volunteered the information that 
he had already made this request 
of his principal, who was a woman, 
and she had declined on the plea 
that her banking business was in 
the hands of another Michigan in- 
stitution. An adroit reply of the 
cashier persuaded the prospective 
buyer of realty to make one more 
effort to induce the seller to accom- 
pany him to his bank. This time 
he succeeded. The necessary 
papers were prepared without delay 
and the woman was so favorably 
impressed with the treatment 
accorded her in the deal that she 
left half of the $15,000 considera- 
tion on deposit. Later she 
returned with more of her business 
and now practically all of her 
banking is transacted through the 
Industrial Savings. 

In seeking new business, the 
bank is careful not to neglect the 
business already on its books and 
systematic efforts to keep all 
accounts active have been success- 
ful to a marked degree. The dis- 
covery of the dormant account is 
followed by a letter to the depositor 
—solicitous as to his welfare and 
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WIAD DVI Ea 


FOR TAE 


ADDING MACHINE 





Increase Your Efficiency and 
Decrease Your Eye-strain 


by working under 
this Emeralite—our 
special model No. 
8734 A. M. An in- 
valuable aid to the 
operator — for accu- 
racy, speed and eye- 
comfort. Provides 
clear, even illumina- 
tion, directly over 
the machine—while 
the green shade takes 
away annoying, 
harmful glare. 








Fits any metal stand, 
and matches finish of 
machine. 


We know you need one, 
so we will send a lamp on 
approval. Write today. 


Price complete — $12 each 


EMERALITE DESK LAMPS 


Not only essential for properly equipped office, but 
indispensable in conserving eye-sight. That is why the 
Emeralite has had such wide adoption. The shape of 
the shade spreads the light properly, while the green 
glass is restful to the eyes—nature’s principle of eye- 
comfort. Lasts a lifetime. Lamp shown below is No. 
8734 B., price $10 complete. Be sure the name 
Emeralite is on the lamp before you buy. 


Write for booklet illustrating 30 different 


styles. You owe it to your eyes. 


H. G. McFaddin & Co. 


40 Warren Street 
New York 
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BE KIND TO YOUR EYES} 


ADVERTISING 


YOUR BANK NEEDS DISTINCTIVE 
CHIPPED GOLD 


SIGN TABLETS 


Signs that will identify your institution 
ina pleasing and impressive manner. 
That are easy to read, do not tarnish 
and require no polishing. 
Thousands of Banks are using our Chipped 
Gold Signs and every one will testify to their 
superiority in elegance, characterand legibility. 


Our Book “BANK SIGNS” sent free. 
RAWSON & EVANS CO. 








Washington and Union Sts. CHICAGO. 








earnestly urging him to resume Saving. He is invited 
at the same time to call at the bank whenever he is in 
need of advice. The letter may not produce the desired 
result, but at any rate it is the opening wedge which 
may be used by one of the bank's representatives 
who solicits the customer personally. 

Frank and firm handling of the minimum balance 
problem in commercial accounts is another of the 
bank's practices. It proceeds on the theory that any 
sensible, desirable depositor can be convinced, with- 
out antagonizing him, that the bank cannot profitably 
hold an account in which the balance is repeatedly, 
sagging below the $50 line. The offending depositor 
is called in and shown the bank's loss in black and 
white in so tactful a fashion that almost invariably 
he sees the justice of the argument. Insistence on the 
maintenance of the required balance has never cost 
the bank a customer, according to Allen T. Smith, 
manager of the new business department. 

All checking accounts first go through the hands of 
either the cashier or the assistant cashier, and a great 
deal of possible argument in the future is forestalled 
by persuading applicants (in case of doubt) to place 
their money in a savings rather than a checking 
account. 

The bank has never advertised extensively, either 
by newspapers or by mail, but it believes in this phase 
of business building, and regular advertising has been 
a strong factor in the ultimate results. The advertising 
policy has been frequent change of copy and an aim 
to avoid the conventional and to obtain the maximum 
reader-interest. 

Careful study has been given to methods for in- 
creasing business, but the theory of the bank's officials 
is that the best advertisement, after all, is a host of 
friends and ‘‘satisfied customers.’ The new business 
records are evidence that a surprising percentage of 
the Industrial Savings’ depositors are friends and 
boosters to whom a large number of new accounts is 
directly traceable. The bank boasts of one patron who 
brings in new and good business nearly every day, 
and there are many more good boosters. 

The bank’s statements are convincing evidence that 
genuine service pays. When the Industrial Savings 
was organized nine years ago, total assets were $85,000. 
They were well above $4,000,000 by the latter part 
of 1916 and have been rising steadily ever since. 
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Saving—An Art or an Accident? 


(Continued from page 40) 


While the form of the savings certificate is important 
and makes an exceedingly strong appeal to the 
ritualistic instinct in the human being, its strength 
lies in the unconscious suggestive compulsory power 
exerted over the holder. The certificate is usually 
arranged so that the designated periodical payments 
thereon are made at intervals so close together that 
the holder of the certificate can see a rapid progress 
toward the amount represented on the face of the 
certificate. The intervals of payment are usually a 
week apart. In many respects to aim at a definite 
goal, at intervals which make it possible to arrive there 
at within a reasonable time, satisfies more fully than a 
pass book the natural impatience toward the slow 
building up of a substantial savings account. When 
the certificate has been paid the proceeds thereof can 
be used for the purpose of purchasing a small bond or 
kept intact and another certificate started. 

The saving certificate, while satisfying the sugges- 
tive requirement of compulsory regularity, having of 
course due regard for existing banking laws, has one 
weakness present—ease of liquidation. The question 
of what method to employ in overcoming this and at 
the same time create in the customer's mind the idea 
that a given savings increment can be liquidated in 
case of necessity, cannot be answered very readily. 
After careful reflection the writer has come to the 
conclusion that community savings, as much as 
possible, should be represented inthe form of a tangible 
investment—preferably the high grade bond or 
mortgage security. It follows, however that a small 
denomination bond should be in evidence as much 
as possible and should be as easily procurable by an 
investor as the situation will permit. 

Savings that take the form of a bond stand an 
infinitely better opportunity of being kept intact than 
if the savings were in the liquid form of a pass book or 
in the savings certificate. The continued possession 
of concrete evidence of thrift is an added incentive to 
continue an addition to the foundation. Rockefeller 
has said the most difficult job is to acquire the first 
$1,000, but in the writer's experience it is not the 
first $1,000 but the first $100 that is gathered which 
starts the real practice of saving. 

In the June, 1916, number of the Rand McNally 
Bankers Monthly the writer noted the position of the 
small investor: 

“Generally speaking, the savings customer who 
wishes to invest $500 or more in denominations of 
$500 has no trouble in securing suitable investments, 
either in the form of a bond or the form of a real 
estate mortgage. The position of the investor with 
$25 and up is, however, somewhat different. The 
corporate bond is usually not available for the smaller 
sums. The cost of printing and engraving, and certi- 
fication by the trustee, of the general trustee fees and 
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A Special 
Byron Weston Company 
Product 


The laborious business of record keeping 
is made infinitely easier by the use of 


modern bookkeeping machines. The 
facts and figures of business are becom- 
ing too voluminous for pen entries. 


New methods bring new requirements. To meet 
the peculiarly difficult demands of the 
new systems of Machine Bookkeeping, 
the Byron Weston Company has pro- 
duced Typocount LINEN LEDGER PAPER. 
In texture, Typocount is remarkably 
stiff and firm, easily resisting the extra 
strain of running in and out of the 
machine. Its finish is particularly 
adapted to typewriting, insuring clean, 
sharp impressions. The practical value 
of TypocountT is increased by its pleas- 
ing buff color, which is restful to the 
eyes and not easily soiled. 


The Cost of Typocount is so moderate that the 
average office can easily afford to use it. 


Generous try-sheets for actual machine 
test sent at your request. We'll also 
include the latest RAGS, the series 
on Paper Making in the Berkshires. 


Byron Weston Company 
‘‘The Paper Valley of the Berkshires’’ 
Dalton, Massachusetts 
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Adjusto Tray-Binder 


POSTING MACHINE LEDGER 


Holds up to 2000 sheets—any size 


With the open, flat base construction, and the great capacity 
of the Adjusto Tray-Binder you get these advantages: 


Ease and speed of operation. 
Ample room for handling sheets. 
Clear vision of entries to bottom of page. 


These features, combined with the “adjustable to any angle” 


jaws or sheet supports, provide the best working facilities, 


and make for efficiency. 





Instantly adjustable 
to this position by 
turn of thumb nut 


Jaws can be set to hold 
sheets at best angle for 
posting or for reviewing 
accounts. Any desired 
position secured when Tray- 
Binder is expanded or when 





Jaws close up tightly 
in this position to 
hold sheets securely 


A few turns of the crank key 
closes and locks the Adjusto, 
making it impossible to remove 


sheets. Keeps the sheets in 
perfect condition and insures 
safety. Expanded and ready 
for posting again, “quick as a wink.” 
No extra attachments no bothersome 


adjustments— simple and easy to operate. 


Adjusto Tray-Binder 


locked tightly on the sheets. 





mounted ready for use on 


Wheel Truck Stand 


Easily moved to any position on 
floor or in and out of the vault. 
Steel drawer case for convenient 
filing of surplus and filled account 
sheets. A complete, practical and 
convenient outfit for use with the 
Burroughs Posting Machine. Suc- 
cessfully used for both ledger accounts and 
statements, and endorsed by bankers because 
of the advantages it affords. 
plete information. 


Write for com- 


Originated and Manufactured by 


LeF ebure Ledger Company 
General Offices and Factory 


CEDAR RAPIDS, IOWA 








Canada Branch 


Canadian Bankers will be interested 
in knowing that this equipment can 
now be secured in Canada through 


BUSINESS SYSTEMS LIMITED 
46-52 Spadina Avenue 


TORONTO, ONT. 
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the general inconvenience entailed in financing fo: 
large corporations in driblet lots, prohibits a smaller 
bond than $500, although there are quite a few o! 
so-called baby bonds (i. e., denominations of $100) on 
the market. Not nearly enough, however, to supply 
the general demand. 

“The real estate mortgage presents the same 
difficulty, more so because practically no mortgage is 
available for purchase very much under $1,000. Asa 
result of the foregoing facts; the small investor is left 
without any visible means of procuring sound invest- 
ments at a rate of interest which is more attractive 
than the ordinary rate paid on the savings account 
As a result of this situation, one frequently notes that 
the people caught in the wildcat stock schemes are 
principally those with small sums enticed by the 
promises of larger returns. Many of these mistaken 
ventures might have been avoided if investments in 
smaller denominations had been available.’ 

In the article noted the writer has gone into detail 
suggesting methods of financing that will take care of 
the situation. He will not therefore repeat them here. 

In a state of war such as at the present time, the 
community savings will not find their way into private 
investment, but will be more or less absorbed by 
governmental borrowing. And the more effectively, 
the banker discharges his duty toward the community 
the more effectively will the community respond. 

The denomination of the government bond is small 
enough to attract the unpretentious investor, and in 
the last Liberty Loans the government planof payment 
was exceedingly liberal and was satisfactory in pos- 
sibly the majority of the situations. However, the 
government plan, while very liberal, can be and was 
made more so by intelligent banking co-operation 
The easy payment plan of a certain sum per week or 
month was very effective. This public spirit ot 
co-operation was rightfully felt by the bankers to be 
in the nature of a duty, and the response reflects 
the greatest credit to the banking profession. 

The bond thus acquired by the depositor will not, in 
most instances, be quickly liquidated. It will remain 
intact and give impetus to the development of the 
Savings instinct which cannot but redound to the 
benefit of the banker. The immediate effect of 
encouraging savings may be to reduce deposits but in 
the long run the banker in a community which is 
educated to investment purchases and educated and 
trained to save to the point where the investment is 
possible, will have a profitable investment market 
and increased savings deposits. 

The bond, large or small, complies in a large measure 
with the two fundamental points of saving. First, it 
is a strong appeal to the formal instinct. Second, it 
is somewhat difficult of quick conversion into cash, 
enough to check extravagant purchases, but liquid- 
able enough to make it a real reserve upon which to 
fall back in times of necessity. 
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And Now We Have the Coal Bill Club 


There's the forehanded householder who loaded up 
his cellar with a winter's supply of coal in the early 
autumn. For him the _ height-of-the-season coal 
shortage and soaring prices hold no terror. 

\nd then there is always with us the much-abused 
and hand-to-mouth head of the family who invariably 
complains: “‘Fine—for the millionaires! They can 
atford to fill up the old coal bins with fifty tons or so 


and loll in comfort while the weather man does his 
worst. But how are poor folks—like me—going to 
do it? This ‘buy your fuel early’ thing is a great 


theory for the boys with a bank roll. But—’’ 

‘But, it can be done,’ argues the Wood County 
National Bank, of Grand Rapids, Wis. “Join the 
‘Coal Bill Club’ and your fuel troubles are ended.” 

In announcing the organization of the club through 
its advertising, the bank advised the community to 
estimate the amount of coal burned each year and 
than make weekly deposits for fifty weeks, thus pro- 
viding for the entire amount on the easy payment 
plan. By following this plan, the members made 
each month pay part of the bill and they received 
} per cent interest while it was accumulating. 

The success of Christmas Savings Clubs throughout 
the country gave Guy O. Babcock, cashier of the bank, 
his idea for the coal club and also for vacation, life 
insurance and Liberty Bond clubs. Inducements to 
join the Liberty Bond Club were made especially 
attractive, more than 800 weekly coupon books for 
bond purchases being in use. 

“It occurred to me many months ago,” writes Mr. 
Babcock, “That there were other things of greater 
necessity than ‘Christmas spending for which the 
public should be saving and providing for. 

“We are using the weekly payment coupon book, 
which is one of the simplest and most satisfactory 
forms of weekly savings plan that we know of. We 
have them in many denominations so that we are able 
to furnish a customer with a book providing for a 
weekly deposit most convenient to handle. 

“At the time of year when coal bills are high and 
hard to pay, we advertise our ‘Coal Bill Club’ and it 
seems to appeal to many people as a convenient 
method of taking care of their coal bill for next year. 
In other words, in the summer months when expens¢s 
are lightest, they can lay aside a little each week for 
the heavy fuel expense during the autumn and winter. 

‘The Vacation Club is, of course, advertised during 
the period of the year when people are anxious to take 
a week or two vacation but find themselves without 
sufficient funds to do so. The Life Insurance Club 
and Liberty Bond Club, together with the Christmas 
Club, are among the other weekly payment plans 
which we advertise and from which we are receiving 
a reasonable amount of success.’ 

Newspaper advertising, supplemented by some 
circularization, is employed to build up the club 
memberships. 
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‘Help Your Bookkeepers | 
Do More Work 


Comfort is essential to speed in 
machine bookkeeping. Without it 
an operator’s work lags—output 
decreases. 






Watch your machine operators 
at work—notice how they con- 
stantly shift about for comfortable 
working positions. Tired leg mus- 
cles divert their minds from their 
work. Each shift means loss of 
time and results. 


Our stools give comfort to the 
operator— increase output and 
conserve energy. They were specially designed so that oper- 
ators can hang their feet by the heels, clinch them by the 
instep, place them flat on the floor or in several other positions. 
Shifting causes no loss of time with them. 


Last 
a lifetime 


Watch your operators strive for better working positions. 
Then help them do more work by giving them one of our 
comfortable stools. Made of the same material as your adding 
machine stands. In ordering, state if for high or low stand. 


Number High Low Price 
0 22 inches 18 inches $7.50 
I Regular 26 inches 22 inches 7.50 
2 31 inches 27 inches 9.00 
3 36 inches 32 inches 10.50 


THE ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICH. 




















Said the President 
To the Directors — 


OR 1918 the Advertising which this bank 

will do must have for its purpose some- 
thing more than the securing of new 
customers and increased deposits. Our 
Dollars Spent for Advertising Must Do More. 
Not only must we encourage Thrift and prac- 
tical economy in our community— but we 
must also encourage greater farm production, 
careful seed selection, business-like farming 
methods and accounting, increased 
raising, the conservatigg i 
fuel, metals and_ cle 
publicity wg 
War Say 
tivit} 
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The Second Line of Defense 


He doesn't wear a uniform 
La Of olive-drab or blue: 
LOOSE LEAF DEVICES AND t He doesn't need a musket, _ 
ACCOUNTING SYSTEMS “ And his fighting togs are few; 
“ONCE SOLD ALWAYS SERVED” He has no trench or barracks, 
And he heeds no bugle blare 
He's a soldier, but enlistment 


KALAMAZO 





™ ERVICE”’ is the keynote Means no charge of steel to dare. 
of our organization. Our For he’s just one man of millions 
slogan, ‘‘OnNcE Sotp ALWways Who cannot get in the fray, 
»» : And must therefore do his duty 
SERVED,’ means this—When In a slightly different way; 
we sell you a Kalamazoo While the boys in France are fighting 
Loose Leaf Device or system, In a hail of shot and shell, 


He must do his bit back home here 


our interest in you does not Just as earnestly and well. 


cease; it has just started. We 


place our eritire organization He must freely give his dollars 
Seu of the iii When the nation asks a loan, 


For with every bond, or stamp, or tax 


the end that efficiency may He's fighting for his own: 
be secured and maintained. He must wear a Red Cross button, 


He must help Y. M. C. A.’'s 
‘Tis his patriotic duty 
In these patriotic days. 











He must make thrift a commandment 
Not thrift the miser knows, 

But thrift that stamps out waste, a thrift 
That's galling to our foes. 

The meatless days, the wheatless days, 
The sweetless days must be 

Not a trial, but a duty— 
One more blow to set men free. 


ie es 


To our way of thinking a slacker is one who ob- 
serves Meatless Day as follows: the Sunday Chicken 
is served on Tuesday and the Tuesday Beefsteak is 


served on Sunday. 
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HE livestock special from the West whistled 
for an outlying crossing and a minute later 
whirled into the railroad yards at South 
Omaha, which is just adjacent to Omaha, Neb. 
Almost hidden by a cloud of escaping steam and 
heralding its arrival with clanging bell and grind- 
ing brakes, the huge locomotive jolted to a stop 
near the Union Stock Yards. 

A drover, the owner of the cattle, dropped 
from the caboose and, making his way along the 
train, carefully inspected each car. Then he cut 
across the maze of tracks to the Stock Exchange 
Building, and after reading the latest market 
quotations on steers, heifers and cows, sought 
out his commission merchant. 


Hundreds of Cattle Sales Daily 


A few hours later he and the commission man 
exhibited the cattle, 
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our biggest packing concerns, and the 
started on their way to the scales. 

That same afternoon the drover received a 
check for his cattle drawn on the Stock Yards 
National Bank and boarded a train for home. 
In less than a day he had disposed of his cattle, 


cattle 


received payment for them and departed. His 
was no exceptional case. Hundreds of live stock 


transactions are similarly handled in a day at 
South Omaha. 


Rapid Figuring An Important Factor 


To the casual observer, the smoothness of the 
foregoing incident was very simple. During all 
of the day no money was displayed, yet money 
certainly played the important role. It was the 
smooth-moving financial machinery back of the 
transaction that made such speed possible. In 





now unloaded in the 
pens, to several pack- 
ing house buyers. In 
a surprisingly short 
time bidding for the 
animals resulted in 
the shipment being 








every big deal where 
large amounts of 
money areinvolveda 
bank will be found to 
be the factor permit- 
ting of rapid and 
accurate handling. 
In the Union Stock 





sold, en bloc, to one of 





Stock Yards National Bank, at right of picture 


Yards at South 
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KALAMAZO 


= 
LOOSE LEAF DEVICES AND t 
ACCOUNTING SYSTEMS ~ 


“ONCE SOLD ALWAYS SERVED" 





“CERVICE”’ is the keynote 
of our organization. Our 
slogan, ‘‘Once Sotp ALWAys 
SERVED,’ means this—When 
we sell you a Kalamazoo 
Loose Leaf Device or system, 
our interest in you does not 
cease; it has just started. We 
place our eritire organization 
back of the installation to 
the end that efficiency may 
be secured and maintained. 
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The Second Line of Defense 


He doesn't wear a uniform 
Of olive-drab or blue: 
He doesn't need a musket, 
And his fighting togs are few: 
He has no trench or barracks, 
And he heeds no bugle blare 
He's a soldier, but enlistment 
Means no charge of steel to dare. 


For he's just one man of millions 
Who cannot get in the fray, 

And must therefore do his duty 
In a slightly different way; 

While the boys in France are fighting 
In a hail of shot and shell, 

He must do his bit back home here 
Just as earnestly and well. 


He must freely give his dollars 
When the nation asks a loan, 

For with every bond, or stamp, or tax 
He's fighting for his own: 

He must wear a Red Cross button, 
He must help Y. M. C. A.'s 

‘Tis his patriotic duty 
In these patriotic days. 


He must make thrift a commandment 
Not thrift the miser knows, 

But thrift that stamps out waste, a thrift 
That's galling to our foes. 

The meatless days, the wheatless days, 
The sweetless days must be 

Not a trial, but a duty— 
One more blow to set men free. 


Ke es 


To our way of thinking a slacker is one who ob- 
serves Meatless Day as follows: the Sunday Chicken 
is served on Tuesday and the Tuesday Beefsteak is 


served on Sunday. 
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\ HE livestock special from the West whistled 
for an outlying crossing and a minute later 
whirled into the railroad yards at South 
Omaha, which is just adjacent to Omaha, Neb. 
Almost hidden by a cloud of escaping steam and 
heralding its arrival with clanging bell and grind- 
ing brakes, the huge locomotive jolted to a stop 
| near the Union Stock Yards. 
| A drover, the owner of the cattle, dropped 
from the caboose and, making his way along the 
train, carefully inspected each car. Then he cut 
across the maze of tracks to the Stock Exchange 
Building, and after reading the latest market 
quotations on steers, heifers and cows, sought 
out his commission merchant. 


Hundreds of Cattle Sales Daily 


A few hours later he and the commission man 
| exhibited the cattle, 
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our biggest packing concerns, and the cattle 
started on their way to the scales. 

That same afternoon the drover received a 
check for his cattle drawn on the Stock Yards 
National Bank and boarded a train for home. 
In less than a day he had disposed of his cattle, 
received payment for them and departed. His 
was no exceptional case. Hundreds of live stock 
transactions are similarly handled in a day at 
South Omaha. 


Rapid Figuring An Important Factor 


To the casual observer, the smoothness of the 
foregoing incident was very simple. During all 
of the day no money was displayed, yet money 
certainly played the important role. It was the 
smooth-moving financial machinery back of the 
transaction that made such speed possible. In 








now unloaded in the 
pens, to several pack- 
ing house buyers. In 
a surprisingly short 
time bidding for the 
animals resulted in 
the shipment being 





every big deal where 
large amounts of | 
money are involved a 
bank will be found to 
be the factor permit- 
ting of rapid and 
accurate handling. 
In the Union Stock 





sold, en bloc, to one of 
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Omaha it is the Stock Yards National Bank. It is 
situated in the Stock Exchange Building and 
handles virtually all the financial business in- 
volving live stock sales and purchases. This in 
itself is a very big item, and requires not only 
speed in the bookkeeping department but un- 
varying, positive accuracy. 


All Detail Handled Accurately 


Every sale of stock necessitates a series of 
financial transactions, each involving consid- 
erable detail, and these the bank must handle 
rapidly and accurately. For instance, when a 
packing house buys a consignment of stock it 
gives the commission broker a certified bill of 
sale for the amount of the purchase. This is 
negotiable at the bank and is deposited there by 
the broker, who in turn gives to the drover a 
check for the amount, less the 
freight and yardage. 


commission, 
Thus, each sale not only 
causes a change in the packer’s account at the 
bank, but makes at least two changes in that of 
the broker and at 


stock, this bank does not close until 4:30 in the 
afternoon, which adds still another difficulty to 
its bookkeeping work. 

With nearly all of its accounts changing daily, 
some of them as often as 50 and 60 times, and 
with items received as late as 4:30 P. M., it can 
readily be seen that the work imposed on the 
bookkeeping department is heavy and that the 
special problems to overcome are out of the 
ordinary. 

It was because of this that the officers of the 
bank sought improved methods of handling 
their work and chose Burroughs Ledger Posting 
and Statement Machines as the most logical 
equipment for overcoming their bookkeeping 
difficulties. 


Errors Banished. Time Saved 


According to H. W. Vore, auditor, the 
machines not only have fulfilled all the claims 
made for them, but have gone farther and have 
achieved a degree of accuracy and economy in 


time and money 
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Two bookkeepers with as many Burroughs Ledger Posting and State- ; | | 
ment Machines keep the accounts of the Stock Yards National Bank | 
constantly in balance. Checks and deposits are added and subtracted 1 | } | 
. ° . | | 
automatically, and the new balance is mechanically computed. To i | | | | 
- . | i) 
print the new balance the operator simply depresses the total key and | } | | 
touches the operating bar. All ciphers and punctuation are automat- | 
ically printed in their proper places without effort on the part of the : : - | 
operator. The operation of Burroughs Posting Machines is 95 per 
cent automatic. 


Since Burroughs Bookkeeping Machines 
replaced pen-and-ink methods of posting, one 
man has been promoted from the bookkeeping 
department to a better position, while two of 
three men who were required to handle the 
transit work have been given more important 
positions. 

“We have come to feel that errors in posting, 
extending balances, and listing remittances are 
a thing of the past with us, and we are pleased to 
commend the machines and equipment to any 
bank interested in improved methods of handling 
their work,” declares Mr. Vore. 

Even with the man-power of the bookkeeping 
department reduced one-third and the staff of 
the transit department reduced two-thirds, 
Burroughs Machines enable this bank to do its 
work both faster and more accurately. 

Because of the great activity of the bulk of 
the bank’s accounts, machine bookkeeping pro- 
cedure as followed by most banks has been 


















































almost reversed. Instead of posting items to the | 
ledgers in several runs and then making the 
statements the next day, this bank posts all l 
items to the statements first, making three runs 
to them a day. The following morning all items 
are posted in detail to the ledgers. 

The first run to the statements includes all 
mail items and Omaha clearings. At 4 P. M.a i 
second run is made, when the first South Omaha 
clearings, late mail and window items are posted. 
The final run, which cares for the last South 
Omaha clearings and all remaining window 
items, is made at 5 P. M. 

Before being posted to the statements, items 
are sorted according to accounts, and bunched. 
A list of the items in each bunch is run off on 
straight adding machines and totaled, each slip 
being attached to the corresponding bunch of 
items. Instead of posting the statements in 
detail the bookkeepers simply post the totals 
from these lists. In this way the operators not i 
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only conserve stationery, but get greater speed 
in their work. 

The following morning the bookkeepers post 
the items in detail to the ledgers. As each bunch 
of items is posted the operator prints a sub-total 
of it on the back of the last item and compares it 
with the total of the attached list. In this way 
he proves that the correct amounts have been 
posted. When the ledgers have all been posted 
the new balances are called back against those 
on the statements. If they correspond it is proof 
that all items have been posted to the right 
accounts. Additional proof is obtained twice a 
week, when a long balance is taken. 


One Does the Work of Three 


In the transit department the work is also 
handled with an ease that is in direct contrast 
to the labor formerly necessary to keep it up to 
date. The single transit clerk, now doing work 
that used to require three men, finishes sorting 
and routing his items at 10 A. M. Before noon 
he always completes the first run to the transit 
letters. Between 3 and 4 o’clock in the afternoon 
he makes a second run to the same letters, posting 
all the late counter and mail items. 

During a day of usual business this clerk makes 
out on an average of 400 transit letters and 
handles no less than 1,600 items. Often he 
handles a great many more and has on numerous 
occasions made out 400 transit letters to which 
he posted over 1,400 items in a little over two 
hours. 

In order to make the transit system as simple 
as possible, a symbol code has been adopted in 
this work and the machine equipped with special 
designating keys. For instance, WEX means 
with exchange; STA, state items at par; TNP, 
telegraph non-payment; No/Pro, no protest; 
B/L ATT, bill of lading attached. 

The change from pen-and-ink methods to 
machine posting in the Stock Yards National 
was made without hitch or delay. The accounts 
were simply transferred from the old to the new 
ledgers and the bookkeepers, without previous 
machine training, began posting their books the 
new way. 

The improvements over the ever fallible pen- 
and-ink method of bookkeeping wrought by 
Burroughs Machines found high 
favor with both officers and 
employees. They feared that 

















NON STOCK YARDS 
OMAHA.NEBRASKA May 16, 1917. 


Burroughs Adding Machine Company, 
Detroit, Michigan. 
Gentlemen: 


Referring to your inquiry in regard to the two Burroughs 
Electric Ledger Posting machines which you installed in this bank 
on January ist. 


We have found them satisfactory in every respect. Not only have 
we released one man from our bookkeeping department for other work, but 
our bookkeepers are able to close their work earlier in the evening than 
wes possible under any other method. As the bank h.re is so closely 
im touch with the marketing of live stock it had for som time been 
&@ serious problem with us to get the necessary entries into our work 
before @ late hour in the evening. We are delighted to find that the 
ledger machines have made this possible. 


The transit machine which we bought of you on the lst of March is 
handling more than 1500 items daily with only one operator and formerly 
we had three employes at wrk in this departremt the greater part of 
the day. 


We have cam to feel that errors in posting, extending balances, 
and listing remittances are « thing of the past with us and we are 
pleased to commend the machines and equipment to any bank interested 
in improved mthods of handling their wrk. We would be glad to de- 
soribe in detail the equipment which we have and our manner of handling 
it to anyone desiring such information. 


Yours very truly, Ié hk: 


Auditor. 











because of their special problems in keeping 
books, mechanical methods would not fit into 
their work. Burroughs Machines not only fitted, 
but solved all their bookkeeping troubles, cut 
cost and time and reduced inaccuracy to a 
minimum. 


Will Do the Same for Your Bank 


Burroughs Machines are a success in the Stock 
Yards National Bank because they proved 
themselves capable of meeting and overcoming 
a difficult bookkeeping situation. Perhaps you 
have special local conditions that create problems 
in your bookkeeping work. If so, Burroughs 
Ledger Posting and Statement Machines can 
help you. No matter how small or how large 
your bank may be they can assure you of 
accuracy, effect economy in both man-power and 


time and enable you to offer better service to 


depositors. 

There is a model of Burroughs Machine for 
every department of every bank. A telephone 
message or letter to the. nearest of the 189 

Burroughs offices in the United 
States and Canada will bring 


FIGURING AND DOORKEEDTNS MACHINES PRICED AS 
PREVENT COSTLY ERRORS - LOW AS 123 N ‘ ‘ y 
Bu urroug a representative to see you. 
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SAVING IN COST 
Cost of installation and 
maintenance less than 
any other form of ledger. 





EASE OF OPERATION, 7 — 
: Ledger cards handled me —— 
ft faster than sheets be- a 
3) cause of their weight -~ 
BB and stiffness. Won't oo? “ill 
as slump down, 
= -- a - 
SPEED IN LOCATING oo" 
ACCOUNTS ad 
Reference to any ac- Pd 
count almost instant. - 
= 7 
ae P 
o 
COMPACTNESS P 
Minimum er ge 4 72 
space required, wit 
accounts always in FLEXIBILITY / 
correct position, Perfectly flexible. New 


accounts easily insert- 
ed in correct order. 


Increases speed 
and efficiency— 


The Library Bureau card ledger for active, inactive and sav- 
ings accounts is no longer an experiment. Hundreds of banks 
in every section of the country are finding it a dependable first- 
aid to speed-Wwith-accuracy in machine posting. 


Daily the labor shortage becomes more acute. Bank execu- 
tives realize they must maintain their efficiency despite the war. 
But with new and inexperienced clerks it is no easy problem. 


The beauty of machine posting with the L. B. Card ledger is 
that it is practically mistake-proof. The saving in time permits 
the ledger clerk to take up additional duties—increasing his 
value to himself and to his bank. Let us tell you more about 
the L. B. Card ledger. Write for the new booklet which tells 
the story of its installation in a leading bank in the middle west. 
Call at our nearest branch office. 









Library Bureau 


Card and filing  —“@eh 





Filing cabinets 


systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 

Albany, 51 State street Dallas, 503 Insurance bldg. Los Angeles, 440 Pacific Electric bldg. St. Paul, 116 Endicott arcade 
Atlanta, 124-126 Hurt bldg. Denver, 450-456 Gas and Electric bldg. Milwaukee, 620 Caswell block San Francisco, 539 Market street 
Baltimore, 22 S. Charles street Detroit, 400 Majestic bidg. Minneapolis, 428 Second avenue, South Scranton, 408 Connell bldg. 
Bridgeport, 311 City Savings Bank bldg. Fall River, 29 Bedford street New Orleans, 512 Camp street Springfield, Whitney bldg. 
Buffalo, 508 Marine Nat. Bank bldg. Hartford, 64 Pearl street Pittsburgh, 637-639 Oliver bldg. Syracuse, 405 Dillaye bldg. 
Cleveland, 243 Superior arcade Houston, 708 Main street Providence, 79 Westminster street Toledo, 551 Spitzer bidg. 
Columbus, 517 Columbus Savings and Indianapolis, Fletcher American Bankbldg. Richmond, 1219 Mutual bldg. Washington, 743 15th street, N.W. 

Trust bldg. Kansas City, 215 Ozark bldg. St. Louis, 618-621 Boatmen’s Bank bldg. Worcester, 716 State Mutual bidg. 
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Know your Costs! 


Parry rising expenses and more active 
competition. Unmask profits and losses. 
Pierce the heart of guesswork. 
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. O/ of all banks do not accurately departmentalize their operating 
le) O expenses. Few banks equitably apportion their administra- 


tive costs. Few analyze their customers’ checking accounts. 


Other banks attempt such study. But many use complex 
records. ‘These entail excessive labor. 


So bankers have sought the final remedy at “headquarters.” Baker-Vawter Company has pro- 
vided a simple, accurate solution. It is grounded upon successful practice in banks where costs are 
known. The three manuals, briefed below, are free—without obligation—on request to 


BaAKeR-VAWTER LCoMPANY 


No. 1. “Analyzing Accounts.” How a bank in threc 
months reduced losses over 50% on accounts either exces- 
sively active or carrying insufficient balances or being cred- 
ited with too many out-of-town items. How the accounts 
were tested and classified without burdening clerks ordis- 
turbing routine. How customers were handled without 
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BAKER-VAWTER COMPANY 


Originators and Manufacturers 


LOOSE LEAF AND STEEL FILING EQUIPMENT 


Address either factory: 
Benton Harbor, Michigan Holyoke, Mass. 


( ) Send the three free manuals which explain how to find 
costs more simply and more accurately. 
( ) You may have the Baker-Vawter salesman call on or 


about —____ 


Bank _ 


City 


arousing ill-feeling. How the “Interest Paid” account can 
be based on real—not apparent—balances. How your bank 
can profitably adopt a simple, easy account analysis plan— 
one based on practice, not theory. 

N>. 2. “Classification of Expense and Income.” How 
state bank examiners regard loose, indefinite tabulations of 
expense and income. How, with little effort, expenses and 
income can be clearly and simply classified. How to 
avoid additional bookkeeping and bulky records, yet show 
at a glance the receipts and disbursements for monthly, 
quarterly, semi-annual, annual and other periods. Why the 
“Interest Paid” account does not really fall under operating ex- 
penses. Illustrated with typical forms and descriptions of 
all entries. Based on actual figures in representative banks. 


No. 3. Applying Overhead Charges to Cost Analysis. 
How to distribute costs on a definite departmental basis. 
How to apportion administrative expense equitably. How to 
pro-rate expense against different classes of accounts. How 
to obtain accurate figures on both the income and operating 
costs of each department. How to “Know Your Costs” 
without extra labor or involved records. How to plug the 
leaks. 

14,000 banks are regularly served by Baker- 

VawterCo. Hence Baker-Vawter Co. is expe- 


rienced and qualified in bank administration. 


Baker-Vawter Sales Offices in 47 Cities 


Salesmen everywhere. We have no dealers 
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Signed by 
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